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A Twelfth of a Dozen! 


OW often in merchandising have you heard the phrase: 
“A twelfth of a dozen.” 


And how great has been the impression it made on your 
mind? 


In terms of food, clothing, luxury articles, drugs, a twelfth of 
a dozen is indeed a relatively small unit. In many instances 
even insignificant. 


As you read this advertisement “a twelfth of a dozen” has 
receded into the past—never to be re-lived again—never to 
bring its moment of happiness and joy, its “big break”! But, 
it has left its indelible mark—experience. 


Eleven twelfths of a dozen lie before us—eleven MONTHS 
which may and CAN mean the zenith of all our hopes and 
ambitions. 


As we count them off one by one may you chalk each on the 
“profit” side of your life’s ledger. This is our wish for you 
in 1935. 


Effective Sales Plans! 


Ohio National Field Men are planning strict adherence to 
the Company’s proven 5-2-1-Prospecting Plan and the 1-2-3 
Sales Plan in 1935. 


Those who use the Ohio National 5-2-1-plan never want for 
prospects . . . they have more than they can see. The 1-2-3 
Sales Plan is a practical application of all of the elements of 
successful selling. Those who follow the plan have a definite 
Time Control program; a systematic Prospecting Plan; know 
how to discover the prospect’s need, and have a well-prepared 


Organized Sales Talk to present the need discovered. 


The enthusiasm with which this time-tried sales plan has 
been received by The Ohio National Field Staff, the increased 
sales reflected in the efforts of those who are using the Plan 
and the ease with which it can be put into effect, add to the 


attractiveness of an Ohio National salesman’s contract. 


All salesmen under contract have the privilege of using the 
Ohio National’s 5-2-1 and 1-2-3 Plans. 


The Ohio National operates in the following states: 


Alabama, Arkansas, Colorado, California, Florida, Idaho, [lli- 
nois, Indiana, Iowa, Kansas, Kentucky, Michigan, Missouri, 
Nebraska, Nevada, New Mexico, North Carolina, Ohio, Okla- 
homa, Oregon, Pennsylvania, South Dakota, Tennessee, Texas, 


Utah, Washington and Wyoming. 


For a General Agent’s contract, write to John H. Evans, Vice-President 


The Ohio National Life Insurance Company 
Cincinnati, Ohio 


T. W. APPLEBY, President 


\ 
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NEW YORK LIFE THIS YEAR 
CELEBRATES ITS 


90” Anniversary 


The story of New York Life’s ninety years of 
service is of important and personal interest to 
its two million policyholders, who are the owners 
of this mutual company, as well as to benefici- 
aries and millions of others. The Company’s 
agents have been asked to give to everyone who 
is interested a copy of our illustrated booklet 
containing this dramatic and informative story. 


Or, a copy will gladly be mailed upon request. 


SAFETY IS ALWAYS THE FIRST CONSIDERATION ...NOTHING ELSE IS SO IMPORTANT 


NEW YORK LIFE INSURANCE COMPANY 


Bi 






A MUTUAL COMPANY FOUNDED IN 1845 


New York Life Emblem Since 1859 


Thomas A. Buckner, President 51 Madison Ave., New York 


The above advertisement will appear in The Saturday Evening Post, Collier's, Time, The Literary Digest and American Magazine, 
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Code Hit by Many 
Minor Criticisms 


Life Companies Offer 95 Sugges- 
tions, Mostly Clarifying Re- 
quirements of Illinois Measure 


OLD LINERS ARE AGREED 


Illinois Companies, A. L. C. and Life 
Presidents Join in Proposals— 
Aetna-Travelers Heard 


CODE HEARINGS 


Hotel La Salle, Chicago 

Jan, 25, 10 a. m.—Fire and Casualty. 

(Rate control section has been taken 
out of code and made separate bill.) 

Jan. 26, 10 a. m.—Miscellaneous provi- 
sion (accident and health, rating coun- 
sellors, adjusters, licenses, advertising 
section, etc.) 


State House, Springfield 


Tuesday and Wednesday evenings, Jan. 
29-30, people downstate who wish to be 
heard. 

Insurance views on the new Illinois 
insurance code as presented in the series 
of hearings so far held might be indi- 
cated by the sportsman’s recipe for 
planked carp: Nail the carp to a clean 
oak board, put it to soak in salt water 
for five hours, bake in a fast oven, throw 
away the carp and eat the nails. Of 
course the hearings are for objectors 
and there may be a large body of in- 
surance opinion favorable to the code. 

The agents and brokers appeared 
with a hearty endorsement of the code 
“in principle’ and only wanted a few 
changes to tighten up the license and 
resident agent provisions. The accept- 
ance “in principle’ by other interests 
seemed somewhat grim, with more or 
less plain intimations of a constitutional 
battle that may produce new definitions 
of the position of insurance in the law. 


Vulnerable to Small Changes 


The code seemingly would have a bet- 
ter chance if the assistance of insurance 
men and insurance lawyers had been 
more freely given in preparing the first 
draft. The lack of insurance knowledge 
which would have helped to put into 
effect the desired principles and shown 
how they affect established practices has 
left the code vulnerable to innumerable 
small changes. 

The life companies of Illinois offered 
95 amendments, described by an official 
of one of them as mainly crossing “t’s.” 
Some critics contend there is excessive 
definition of lines of insurance. 

Hearings have been held on most of 
the important classes. Life hearings 
are completed, with legal reserve, fra- 
ternal and assessment companies and 
mutual benefit associations presenting 
their views. 

Henry Abels, vice-president of the 
Franklin Life, was the only speaker for 
the old line companies and he spoke 
less than five minutes. He said that a 
committee of Illinois companies consist- 
ing of E. V. Mitchell, Continental As- 
Surance, J. F. Williams of the Federal, 


Life Presidents Give Figures 
on Company Results in 1934 





NEW YORK, Jan. 24.—New life in- 
surance production for 1934 showed a 
10.1 percent increase over 1933, the Life 
Presidents Association reports. The 
December 1934, volume was _ greater 
than for any previous month of the year 
and was 17.2 percent ahead of Decem- 
ber, 1933. This is the first time since 
the peak year of 1929 that total new life 
insurance sold has exceeded the previous 
year’s figure. 

The compilation reveals that total new 
business for 1934 was $8,605,432,000 
against $7,812,602,000 in 1933. Ordinary 
insurance totalled $5,581,165,000 in 1934 
against $5,134,522,000 in 1933—an in- 
crease of 8.7 percent. Industrial was 
$2,527,229,000 against $2,320,874,000—in- 





crease 8.9 percent. Group was $497,038,- 


000 against $357,206,000, increase 39.1 
percent. 

All classes contributed also to the De- 
cember increase. Ordinary insurance 
was $527,309,000 in December of 1934 as 
contrasted with $465,533,000 in December 
of 1933—increase 13.3 percent. Indus- 
trial was $239,873,000 against $194,030,- 
000, increase 23.6 percent. Group was 
$71,394,000 against $55,693,000—increase 
28.2 percent. New life insurance pro- 
duction in December was $838,576,000 
aaginst $715,256,000 in December of 
1933. 

The monthly new paid-for business 
figures for the last three years of the 
companies reporting to the association 
are shown in the table which is pre- 
sented below: 




















Ordinary Insurance 1933 1934 
Over Over 
1932 1933 
Month 1932 1933 1934 Percent Percent 
BO NN OCC $ 614,040,000 $ 423,573,000 $ 435,676,000 —31. 2.9 
BOOPUGEY 260 cccees 575,497,000 424,483,000 424,395,000 —26.2 —.02 
EE ite hacen oe te 592,333,000 435,308,000 526,280,000 —26.5 20.9 
ys eee eee e 520,586,000 423,605,000 511,915,000 —18.6 20.8 
ER araiee 3 ce canara 487,284,000 432,732,000 524,542,000 —11.2 21.2 
SRE cade es noelead e's 504,329,000 446,435,000 493,205,000 —11.5 10.5 
UNE cwrde paces ee ecus 447,739,000 417,859,000 445,208,000 —6.7 6.5 ~ 
PT rrr 443,460,000 434,638,000 447,871,000 —2.0 3.0 . 
September ........ 404,763,000 374,643,000 359,534,000 —-7.4 —4.0 
CRORE. ccc ccectnes 433,118,000 418,990,000 442,073,000 —3.3 5.5 
November ........ 450,098,000 436,723,000 3,157,000 —3.0 1.5 
WIGCOMINGE 9s. cee cvcs 519,246,000 465,533,000 527,309,000 —10.3 13.3 
$5,992,493,000 $5,134,522,000 $5,581,165,000 —14.3 8.7 
Industrial Insurance 
MMUUOTE oii ccc ces $ 217,552,000 $ 168,312,000 $ 197,108,000 —22.6 17.1 
MGUSUREY case ccs 220,568,000 168,400,000 196,816,000 —23.7 16.9 
TENGE, “oc Ceca s ede 251,059,000 187,761,000 228,107,000 —25.2 21.5 
oo) GREE Pee 236,898,000 183,462,000 220,366,000 —22.6 20.1 
MEME otvccevwiece sews 222,956,000 190,138,000 226,013,000 —14.7 18.9 
SEA Se 213,298, 198,046,000 211,473,000 —7.2 6.8 
EE Shdececuncee vs 206,641,000 205,780,000 202,256,000 —.4 —1.7 
PAUUNE ceccnccienes 96,340, 229,545,000 212,380,000 16.9 —7.5 
September ........ 174,156,000 180,105,000 170,935,000 3.4 —5.1 
CR ONOT i iiscinc eves 198,053,000 212,452,000 216,439,000 7.3 1.9 
November ........ 184,882,000 202,843,000 205,463,000 9.7 1.3 
DOCOMNEP ..ccccese 154,864,000 194,030,000 239,873,000 25.3 23.6 
$2,477,267,000 $2,320,874,000 $2,527,229,000 —6.3 8.9 
Group Insurance 
WOMURES coset cccess $ 111,919,000 $ 22,546,000 $ 32,673,000 —79.9 44.9 
ree 35,122,000 16,842,000 26,862,000 —52.0 59.5 
BENIN F 6 wwieerleuasws 45,574,000 17,345,000 33,241,000 —61.9 91.6 
RE © 1 caus Caeoe 46 64,883,000 21,711,000 62,214,000 —66.5 186.6 
EMC a‘alive Saata aed were 49,113,000 22,450,000 40,989,000 —54.3 82.6 
MEE, os die oo 6 ceeeness 50,606,000 43,295,000 57,812,000 —14.4 33.5 
ME ona teacdaeetes 36,984,000 42,456,000 46,795,000 14.8 10.2 
FT errr re 28,979,000 24,437,000 39,628,000 —15.7 62.2 
September ........ 61,018,000 23,028,000 21,087,000 —62.3 —8.4 
CROEGOE occ cccencus 38,868,000 25,920,000 36,206,000 —33.3 39.7 
November 36,262,000 41,483,000 28,137,000 14.4 —32.2 
DIGCGINGH a5. 6 occ 000 67,810,000 55,693,000 71,394,000 —17.9 28.2 
$ 627,138,000 $ 357,206,000 $ 497,038,000 $43.0 39.1 
Total Insurance 
WOMMOISS 6 o.5 esac ws $ 943,511,000 $ 614,431,000 $ 665,457,000 —34.9 8.3 
February .. .. 831,187,000 609,725,000 648,073,000 —26.6 6.3 
are . 888,966,000 640,414,000 787,628,000 —28.0 23.0 
April 822,367,000 628,778,000 794,495,000 —23.5 26.4 
May 759,353,000 645,320,000 791,544,000 —15.0 22.7 
WEN caéwengeauenats 768,233,000 687,776,000 762,490,000 —10.5 . 10.9 
SNORE Gcieeud as ac Gann 691,364,000 666,095,000 694,259,000 —3.7 4.2 
POT a er 9 8,779, 688,620,000 699,879,000 3.0 1.6 
September ........ 639,937,000 577,776,000 551,556,000 —9.7 —4.5 
COCONEE kc cosiccccics 670,039,000 657,362,000 694,718,000 —1.9 5.7 
November ....ce«- 671,242,000 681,049,000 676,757,000 1.5 —.6 
December 741,920,000 715,256,000 838,576,000 —3.6 17.2 
$9,096,898,000 $7,812,602,000 $8,605,432,000 —14.1 10.1 








proposed would put Illinois in the front 
rank on modern law. He said the IlIli- 
nois companies take the long range view 
and it was desirable to have the Illinois 
laws outstanding as models. He de- 
clared the investment law has already 
accomplished good. At short range the 
code seems to put heavy burdens on 
(CONTINUED ON PAGE 26) 


and Mr. Abels, had considered the code. 
They had conferred with representa- 
tives of other companies. The propos- 
als he offered were submitted as those 
of the Illinois companies, the American 
Life Convention and the Life Presidents 
Association. 

Mr. Abels said they recognized the 
need of codification and the laws as 











Metropolitan Men 
in Group Meeting 


Managers, Assistants and Leading 
Agents in Conference Jan. 31- 
Feb. 1-2 


PRESIDENT ECKER TALKS 


Detailed Study of Supervisor Problems 
Scheduled at Annual Convention 
in New York 


NEW YORK, Jan. 24.—A new sys- 
tem of group meetings will be a feature 
of the Metropolitan’s annual convention 
of managers, assistant managers and 
leading agents here Jan. 31-Feb. 2, In- 
stead of the group sessions being split 
up along territorial lines as in the past, 
they will be grouped according to popu- 
lation in their home territories. 

Because of the similarities of condi- 
tions in localities of about the same 
population, it is felt that more will be 
gained by this method than by terri- 
torial grouping. There will be six group 
sessions, and a seventh for assistant 
managers and agents attending the con- 
vention. 

Six subjects, each divided into two 
parts, will be taken up at each meeting 
of managers: 

(1) How to get the right kind of men 
for the agent’s job: (a) how to prospect 
for suitable agents and (b) how to in- 
terview the prospective agent and sell 
him the job. 

(2) How to introduce and train the 
new agent today: (a) how to introduce 
the new agent and train him to organ- 
ize his time and (b) how to train the 
new agent to prospect and make his 
own sales. 

(3) How to get better than average 
results from experienced men: ((a) how 
to determine why some experienced 
agents make less than average records 
and (b) methods used in assisting ex- 
perienced agents in making better than 
average records. 

(4) How to select, develop, and use 
assistant managers: (a) how to select 
and develop agents for the position of 
assistant manager and (b) how to de- 
velop assistant managers to make the 
best use of their ability and time. 

(5) Methods used in supervising, ob- 
serving and directing the work of a 
clerical staff: (a) why it is important 
to have an efficient clerical staff and (b) 
how and why managers can train cler- 
ical workers on the importance of their 
duties and maintain the proper attitude 
and render courteous service to both 
the general public and the agents. 

(6) How to make necessary agency 
meetings worth while: (a) how the 
manager decides upon topics and plans 
for agency meetings and (b) how to 
conduct an agency meeting. : 

The general session the first day will 
be addressed bv President F. H. Ecker 
and Vice-president L. A. Lincoln. 
President Ecker will be the principal 
speaker at the banquet the last day. 
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V. B. Coffin Advises Building Prestige 
by Definite Program of Effort 


NEW YORK, Jan. 24.—Sales resist-! should have a pleasing manner but 


ance falls away, surprisingly for the 
agent who has built prestige, and such 
prestige need not be the result of good 
fortune but can be attained by a definite 
program of effort, Superintendent of 
Agencies V. B. Coffin of the Connecticut 
Mutual told more than 400 who attended 
the two-day sales course sponsored by 
the New York City Life Underwriters 
Association. 

The program had some of the best 
known educators in the business as its 
lecturers, including, beside Mr. Coffin, 
Second Vice-President H. E. North, 
Metropolitan Life; General Agent J. E. 
Bragg, Guardian Life of New York; C. 
P. Dawson, production manager Beers 
agency, New England Mutual Life; L. 
N. Whitelaw, field instructor Prudential; 
D. B. Maduro, counsel New York as- 
sociation; R. G. Engelsman, general 
agent Penn Mutval Life, and Leon Gil- 
bert Simon, Equitable Life of New 
York, well known business insurance au- 


thority. All are of New York except 
Mr. Coffin. 
Gaining Attention 
People pay more attention to the 


statements ot the man who has prestige 
than they will to exactly the same ideas 
advanced by a man who hasn’t attained 
this standing, said Mr. Coffin. 

“Suppose former Governor Smith 
called at your office to see you about 
contributing to some charity,” he said. 
“The chances are that you’d drop every- 
thing else and have Mr. Smith come 
right in, even though you were really 
pretty busy and not particularly inter- 
ested in that charity anyway. And you 
would probably dig down and contribute 
something, solely because you were im- 
pressed with Governor Smith’s prestige. 

Group prestige works the same way. 
People tend to follow the leader if the 
leader has their respect. Another ex- 
ample of prestige influence is the tele- 
gram. When I come to my desk in the 
morning and there are a couple of tele- 
grams alongside my mail, I automatic- 
ally open the yellow envelopes first, 
even though one of the letters may have 
something of considerably greater im- 
portance than what is in the telegrams. 


Long-Term Program 


Attaining prestige is a long-term pro- 
gram, said Mr. Coffin, as looking too 
soon for the reward of prestige-building 
activities only defeats its own end. First 
is the development of personality, which 
the speaker defined as the outward ex- 
pression of one’s individuality, particu- 
larly in its effect on others. The agent 
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should not overdo it. He should be 
what a college undergraduate would call 
a “good guy,” said Mr. Coffin. 

He should become a leader socially, 
in his church and in politics. As to civic 
work, an agent is short-sighted if he 
doesn’t take advantage of the opportu- 
nities for such work, even in so large 
a city as New York, said the speaker, 
pointing out that a large city is usually 
built up of many smaller units, each 
acting more or less as a civic body. One 
should ask himself, “What have I ever 
done for my community that my com- 
munity should do anything for me?” 

The adage, “Nothing succeeds like 
success,” is particularly true in life in- 
surance selling, said Mr. Coffin, but this 
should be construed as an endorsement 
of bragging, as one’s personal friends 
can be relied on to spread the reports 
of one’s success. 


Attainable Objective 


“At the same time it is hard to meet 
a prospect and feel successful if you 
aren’t,” he conceded. “The best way to 
get the feeling of success is to select 
an attainable objective—in effort, not in 
results—and I’ll guarantee that you will 
feel more successful than you did the 
week before. You will have a sense of 
achievement and that has a powerful 
effect on mental attitude. 

“Have in 1935 a program for devel- 
oping prestige, for example, resolve to 
lead your agency in number of lives; or 
volunteer to help in your community 
chest drive; or resolve to get to know 
20 well known business men at a level 
above those you know now; or take a 
public speaking course to give you con- 
fidence in speaking. You will be sur- 
prised to see how quickly sales resist- 
ance falls away.” 

Many agents whose ratio of sales to 
closing interviews is good fail to realize 
that they should devote just as much 
thought to prospecting as to sales, said 
C. Preston Dawson. It is easy to sell 
good prospects, he said, and failure to 
appreciate what constitutes good pros- 
pects and to have a plentiful supply of 
them to call on causes agents to waste 
much effort, he said. 


Developing Prospects 


“There are just five ways of develop- 
ing prospects,” said Mr. Dawson, after 
defining a prospect as one who has a 
need, the ability to buy, and is approach- 
able. “First, natural contacts. Some 
agents get all their prospects in this 
way. At the same time, it is possible to 
carry it too far. I know a man whose 
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production is high but who keeps him- 
self nearly broke by the expenses he 
runs up in maintaining and developing 
these natural contacts. Second, by ask- 
ing leading questions of your centers of 
influence. Don’t just ask for someone 
to call on. For example, you might ask 
an advertising manager, ‘Who is in 
charge of sales?’ There are three steps: 
establishing a name, getting the name 
qualified as a prospect, and lastly, seek- 
ing the introduction. I have never 
been able to get a good prospect unless 
I have shown the man I am asking my 
methods, as the average layman is sus- 
picious of introducing salesmen in any 
line to his friends and associates unless 
he knows that the presentation will be 
of interest and that the manner of pres- 
entation will not be obnoxious. If you 
don’t feel that you can give the man 
you are asking a direct demonstration, 
at least tell him how you made a pres- 
entation to someone else, ; 

“When seeking an introduction you 
are likely to get better results if you say 
something like this: ‘Some day I would 
like to drop in on Mr. Jones, and so I 
won’t seem too much of a stranger, I 
would like to say that I know you, 
among others.’ It is very easy for him 
to say yes, whereas if you asked for an 
introduction he might balk. 


Getting Names Qualified 


“The third method is to take your 
list of names to a center of influence 
and get them qualified. In this way you 
can uncover more names than in all the 
other ways put together.” Mr. Dawson 
told how he took from a medical direc- 
tory a list of 28 doctors in the same 
neighborhood and in the same special 
line as a doctor whom he knew. This 
doctor checked 14 as men he knew quite 
well and could give information about. 
Mr. Dawson ended with 12 good names, 
got written introductions to all of them, 
and sold eight. 

The fourth method is to obtain quali- 
fied names without introductions, al- 
though not cold canvass, then send or 
bring a letter to the prospect, or even 
make a personal call without the letter. 
Having the letter when making the call 
often makes it easier to get in the pros- 
pect’s office, he said, even if it has to 
be given to a secretary beforehand. 

The fifth method is cold _ canvass, 
which Mr. Dawson termed alae a 
prospecting process rather than a selling 
method. A man has to be most unusual 
to get above the $250,000 class by using 
cold canvass, he said, but if the first 
four methods fail he must use the fifth 
or get out of the business, 
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The importance of sentiment in lik 
insurance selling should not be over. 
looked, said Vice-President North. 
man who really wants to go out an 
help other people can be made a met 





ocre success or better in life insurang REVII 
selling no matter what his other failing 
may be, Mr. North stated. 

Submitting to Discipline ives ‘ 


The agent’s greatest handicap is thy the 
because he is in business for himsef 
he will not submit to discipline, said M, 
North, adding that the agent must im 
pose on himself as strict discipline 4 : 
if he were working for someone ¢lg Super 
and punching a time clock. Hill of 
Often two agents will think they pws talk 
sued the same tactics with a prospect f 
ner 0 
whereas one used a turn of phrase tha ; 
was the deciding factor in closing thjus ('¢@8 
sale, while the other may have used thpegof the | 
same idea but expressed it in such ifthe Ne 
way that the prospect reacted neg: sanely 
tively, said Ralph G. Engelsman. Free,” 
quently this is caused by the successful Many , 
man’s having in his mind a strong as— tions © 
sumption that the prospect will buy, decidec 
and this in turn goes back to whether} talked 
the prospect is well qualified. Closing profess 
should be attempted as early as th Pot the 
prospect seems to assent, he said. ae now et 
Sometimes the failure of a well qual: they h 
fied prospect to buy is due to trivid ern co 
factors which have nothing to do with? conabl 
the sales talk, said Mr. Engelsman§® that tt 
These should be cleared up. Perhaps} esting 
the prospect fails to understand jut) ™ the pa 
what a monthly income would mean tof 
his wife. In that case the agent shoulif, ‘or 
describe in detail how the bills keep Con 
coming in, only slightly lessened by Mr. 1934 a 
Prospect’s death, but every month the 1933 v 
postman brings the check from the ir was $) 
surance company, and Mrs. Prospect) 1933 
sends little Junior down to the bank tof) $161,0 
deposit it. The prospect’s viewpoint the b 
must be enlarged on points like these B added. 
Mr, Engelsman emphasized. > vested 
Pressure Is Qualified North 
P 000 in 
High pressure occurs when the pros in. ste 


pect is forced to buy something that he 
is sorry for having bought, but when: 
man has a need for life insurance, tht 
end justifies any pressure that may be 
ar to get him to buy, the speaker 
said. 

Mr. Bragg talked on expanding the 
meaning of life insurance for the buyer. 
Mr. Bragg said it is the agent’s job to 
enlarge the prospect’s concept of life 
insurance until it more nearly ap- 
proaches the agent’s. Many prospects, 

(CONTINUED ON PAGE 15) 
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Many of them have traveled in all sec- 
tions of the country and they report a 
decided firmer tone in business. They 
talked to many leaders in business and 







?_ ) professional life. He stated that men 
’ ‘Ee at the head of business enterprises are 
Foil now engaged in long term planning and 


they have adjusted their affairs to mod- 





_trivil Bern conditions. Most of them see rea- 
es sonable profits ahead. Mr. Hill said 
lees ") that the entire picture is far more inter- 
€rhaps B® esting and hopeful than it has been: in 
d just PF the past. 
ean tof 
should & Northwestern Mutual’s Achievements 
3 keep Coming to the Northwestern Mutual’s 
dy Mr. 1934 achievements, he said the income in 
th the 1933 was $184,000,000 while last year it 
he in- was $190,000,000. The disbursements in 
Ospett B= 1933 were $175,000,000 and last year 
ink 0 F) $161,000,000. The investment end is still 
Vpoitt B= the big problem in life insurance, he 
these, added. Last year $126,000,000 was in- 
© vested by the bond department. The 
> Northwestern Mutual now has $96,754,- 
vee 7 000 in federal securities, and $62,500,000 
ath" state, county and municipal bonds. 
hen: A As of Dec. 31, its bond account in its 
the A assets amounted to $387,000,000, an in- 
nae be Pee crease of $78,000,000 during the year. In 
caker Be ‘tS amortized bonds, Mr. Hill said that 
ie it collected 99.2 per cent of the interest. 
» the ie There was one default on a railroad bond, 
an $704,000, of the Monon. No Canadian 
iri or utility bonds defaulted. 
life Situation as to Mortgages 
a The Northwestern Mutual city mort- 


gages in 1933 amounted to $186,000,000 
and at the end of last year $182,000,000. 
Mr. Hill said that the company had 
made a profit on all city real estate that 
| > it had taken over. He asserted that 
| ff during the last three months of 1934 
the officials are convinced that the peak 
if of the farm mortgage situation had been 

» teached. In 1933 the Northwestern Mu- 
| tual had taken over 2,500 farms. At the 
end of last year the number was 2,900. 
| During the last three months of the year 
| — ‘it sold more farms than it had acquired. 
At the end of. 1933 the farm mortgages 
of the Northwestern Mutual amounted 
to $190,000,000. At the end of last year 
the amount had been reduced to $150,- 
736,000. 

Many Farm Loans Refinanced 


Mr. Hill stated that many farmers 
have been able to refinance their prop- 
erties through government agencies. Al- 
together the Northwestern Mutual has 
had 5,000 accounts refinanced. He paid 
tribute to the governmental agencies in 
this respect. He said that in some cases 
there had been a discount on the orig- 
inal mortgage and the interest and taxes 
had to be scaled. However, this 
amounted to a little over 1 percent. He 
said that the Northwestern Mutual had 
















Sanely Optimistic | 








GRANT L,. HILL 


Grant L. Hill, superintendent of 
agents of the Northwestern Mutual Life, 
sounds an encouraging note in life in- 
surance, saying that the officials of his 
company after looking over the field, 
visiting various sections of the country 
and talking with leaders in public, pro- 
fessional and business life, are sanely 
optimistic as to the outlook. 








not lost faith in the farm situation. The 
company, he said, is still seeking for 
high class city and farm mortgages. 
The mortgages must pass the test that 
the company has set up. 

Last year he said that there was a 
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Better MenSolve Problems 


ill k! i 


President Fulton of Home Life Says Recruiting 


of High Grade Agents Will Correct Many Ills 





James A. Fulton, president of the 
Home Life of New York, in speaking 
before the company’s annual conference 
of general agents in New York this 
week, said that a large part of the cur- 
rent problems of the whole field of life 
insurance, of the individual companies, 
and of the general agents, can only be 
solved by one thing, namely: the re- 
cruiting of really high grade field repre- 
sentatives and the training of those rep- 
resentatives along professional lines in 
their field of underwriting. 

“One of the most significant things in 
the field of life insurance during the 
past year,” said Mr. Fulton, “has been 
the development of the feeling on the 
part of worth-while field representative 
that some action must be taken to elim- 
inate the unfit among the field forces. 


Hinder Good Salesmen 


“Tt has been increasingly evident that 
there is a large group of men attempt- 
ing to sell life insurance that has neither 
the natural ability nor the proper train- 
ing to do an intelligent job and that that 
group is building up a resistance among 
the public at large and making it more 
difficult for the really properly equipped 
salesman to get the necessary interview 
with the prospect. 

“An analysis of facts would indicate 
that this is not only a pressing problem 
from the standpoint of the field men, 
but that it is the very essence of the 
various problems which confront the 
companies themselves and the general 
agents. 

“What are some of those problems? 
Putting aside investment problems, the 
primary problems of a company are 
these: 


“First: Cost of home office adminis- 








trust us. We should use only 


of patrons and beneficiaries, 


Independence Square 


With Human Welfare 


In life insurance salesmanship, as in that of other busi- 
nesses, there are permissible artifices of method to bring 
the signature. But there is no room for the exaggerations, 
the suppressions, the obliquities employed in the current 
advertising of some other businesses. 
tinctiveness we deal with human welfare, and on what we 
say and do in our salesmanship may depend, and often does 
depend, the future well-being of those who, ignorant of life 
insurance principles and performance, must and do blindly 


have been carefully checked for authoritative accuracy, and 
whose statements suppress nothing of which the prospect 
should be informed, and that, in every way, measures up to 
the highest standard of life insurance integrity. 


Happily, the companies generally, and their represen- 
tatives generally, are faithful to the trust which the welfare 


sional relationship, imposes upon them. 


oS 


THE PENN MUTUAL LIFE INSURANCE CO. 


WM. A. LAW, President 


With peculiar dis- 


sales material whose figures 


and the necessarily profes- 


Philadelphia 


Poor agents produce small av- 
erage size policies, heavy declination 
rates, poor persistency rates, and all 
these things increase home office admin- 
istration costs. 

“Conversely, good men, well trained, 
produce good average size policies, low 
declination rates, and a high quality of 
business that persists, thus reducing 
home office administration costs. 

“Second: Another primary factor is, 
of course, mortality. In spite of all the 
care that can be taken in home office 
calculation, it is impossible to get a sat- 
isfactory mortality out of poorly se- 
lected and poorly trained salesmen. On 
the other hand, well selected salesmen 
who are proceeding along modern meth- 
ods of underwriting, almost automati- 
cally produce a satisfactory mortality. 

“We speak of these primarily as com- 
pany problems but they are quite as 
much the problem of the general agent. 
The same high lapse ratio which in- 
crease a company’s costs also increases 
the cost of the maintenance of a general 
agency office and cuts severely into a 
general agent’s earnings. It might be 
argued that mortality is primarily a 
company’s problem. In the long run, 
however, this is not true. This com- 
pany, and I suppose most companies, 
has had the experience of having to 
abolish agencies whose volume of busi- 
ness was substantial and whose ratio of 
expense was normal, purely because of 
a continued excessive mortality. 


tration. 


Agency Standpoint Viewed 


“In the last analysis a company 
must look at an agency from the stand- 
point of how many dollars come in in 
premiums and how much goes back in 
expenses and claims. High mortality 
must eventually destroy any agency. In 
addition to this, branch office costs are 
tremendously increased by poor agents. 
It costs just as much to house a poor 
agent as a good one, and normally, 
much more to supervise him. This 
means that poor agents eat up funds 
that could more profitably be spent for 
constructive development. 

“Tt is the recognition of what a pri- 

mary problem this question of quality 
agents is that has les to the joint effort 
on the part of the Home Life and its 
general agents to improve, by elimina- 
tion and by selection and training, the 
quality of its field organization. That 
progress is already producing tangible 
results. In the year 1934, with 15 per- 
cent fewer actual representatives under 
contract, business increased 26.5 per- 
cent. This meant more earnings per 
agent and lower costs from the stand- 
point of the home office and of the agen- 
cies. Moreover, the progress is already 
showing definite results in better mof- 
tality, increased persistency, larger av- 
erage size policies, and all the other pri- 
mary factors which go to make for 
progress in a company and in an 
agency. 
“The Home Life’s program for the fu- 
ture is a contination and intensification 
of the building of a quality field organi- 
zation of men and women who are qual- 
ified to render professional life insur- 
ance service of a high type. backed by 
a home office oreanization that can sup- 
plement their efforts in every practical 
fashion.” 


E. C. Budlong Opens Agency 


E. C. Budlong. vice-president Federal 
Life of Chicago for ten years, will open 
another agency of that company in Chi- 
cago. He was formerly vice-president 
Bankers Accident of Des Moines, which 
was taken over by the Federal Life. Mr. 
Budlong went along in the deal: in 
charge of the accident department. A 























year or more ago he was placed in 
charge of educational activities. 
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Osborne Bethea Speaker at 
Advertising Men’s Muster 





THREEFOLD DUTIES SHOWN 





Eastern Round Table Discussions 
Brought Out Some Practical 
Points on Publicity 


« 





An eastern round table of the Life 
Advertisers Association was held in 
New York City with D. Bobb Slattery, 
Penn Mutual, presiding. The opening 
talk was given by Osborne Bethea, man- 
ager of the J. Elliott Hall agency in 
New York, who spoke on “How the 
ene Man Helps the Man in the 

ie ” 


Mr. Bethea stated that in his opinion: 
one of the difficulties facing the adver- 
tising managers is that of properly edu- 
cating the general agent. “It is appall- 
ing,” said Mr. Bethea, “how little the 
average business man knows about in- 
surance.” Only 15 percent of the life 
insurance in force today is settled on an 
income basis. The job facing the adver- 
tising man is that of helping the agent 
to contact the public favorably. 


Threefold Duties Shown 


His duties are threefold: He should 
educate the public, conserve business on 
the books and devise ways and means 
of getting new business. To do this it 
is necessary that he be one of the field 
rather than something apart. Mr. 
Bethea advised his listeners to get into 
closer personal contact with the agents 
and general agents. He related an ex- 
perience of his own agency when, 
through the help of the advertising and 
agency department, it increased the pre- 
mium income considerably in four 
months through which close relationship 
a mutual profit was shown. 


Advertising Man Opens the Door 


While it is the agent who makes the 
sale it is the advertising man who opens 
the door of the prospect’s home so that 
the salesman can conduct his interview 
under favorable circumstances. Mr. 
Bethea concluded his talk by saying, 
“We are all working toward the same 
end. However, results in every adver- 
tising direction will depend on you— 
your enthusiastic leadership and the co- 
operation given you by the field and 
our respective home offices.” 

Other speakers were A. H. Reddall, 
Equitable Life of New York, whose 
subject was “National Advertising”; B. 
N. Mills, Bankers Life of Iowa, talking 
on “Direct Mail’ and G. P. Eager of 
Batten, Barton, Durstine & Osborne, 
who spoke on “Ideas in Advertising.” 
Mr. Eager brought out the fact that life 
insurance affords a most remarkable op- 
portunity for pictorial advertising. 


K. H. Mathus a Speaker 


K. H. Mathus, Connecticut Mutual, 

led a discussion on “House Organs and 
Booklets.” Mention was made of the 
noticeable improvement in the general 
run of life insurance house organs, both 
in contents and appearance. 
_ Another topic of much interest was 
introduced by N. A. White, Provident 
Mutual, who brought up the question as 
to what was the most effective way of 
selecting an advertising media among 
insurance journals. In the discussion 
which followed it was agreed that qual- 
ity and circulation are the best measur- 
ing sticks. The members also agreed 
that the story life insurance has to tell 
should be kept before the public at all 
times in persistent advertising. 

Rees, Colonial Life, was acting 
secretary for the day. Members of the 
round table voted unanimously to assist 
and cooperate with other associations in 
“Life Insurance Week.” 





Wallace Committee Chairman 


SPRINGFIELD, ILL., Jan. 24—R. 
Wallace of Jonesboro is the new chair- 





General Agent Talks at 
Life Advertisers’ Meet 











OSBORNE BETHEA 


Osborne Bethea, one of the general 
agents of the Penn Mutual Life in New 
York City, spoke before the eastern 
round table of the Life Advertisers As- 
sociation in New York City. He was 
formerly general agent of the Penn Mu- 
tual at Cleveland. He entered the edu- 
cational department of the Penn Mutual 
as a home office representative among 
agencies in June, 1929, and in the next 
year was made assistant to the vice- 
president. In 1931 he became assistant 
superintendent of agencies. He was as- 
signed the important Cleveland post in 
1982 and last year took charge of the J. 
Elliott Hall agency in New York City. 








Two Companies Will Combine 


Brooklyn National Life and the United 
States Life Are to Join 
Hands 








Negotiations have been proceeding 
for some time between the principal 
stockholders of the Brooklyn National 
Life and the United States Life for 
merging the interests of both corpora- 
tions. These negotiations have reached 
a point where at least two-thirds of the 
stockholders of both corporations have 
definitely agreed to a merger. The mat- 
ter is now in the hands of the attorneys 
to work out details. After the plans 
have been formulated meetings of the 
directors and stockholders of both cor- 
porations will be called to take the ne- 
cessary action. 

The assets of the combined com- 
panies will be over $7,000,000, the out- 
standing insurance is over $40,000,000, 
capital $300,000, with a surplus (includ- 
ing contingency fund) of about $500,000. 
The consolidated companies will con- 
tinue under the name of the United 
States Life, which has been in business 
since 1850. It is one of the oldest stock 
life companies in the United States, and 
has been doing business for a longer 
time than any other existing stock life 
company. The Brooklyn National was 
founded in 1923. 

A recent announcement dealt briefly 
with new plans for expansion on the 
part of C. V. Starr and associates who 
now control the United States Life, the 
American International Underwriters 
Corporation of New York, and several 
insurance corporations in the far east. 
Several directors of the Brooklyn Na- 
tional will become directors of the 
United States Life. 


Washington National in A. L. C. 


The Washington National of Chicago 
has been elected a member of the Amer- 








man of the senate insurance committee. 


ing given to old age pensions, people 


Sees Insurance Boom from 
U. S. Old Age, Jobless Cover 





LIKE WAR RISK ADVERTISING 





William Montgomery Sends Message to 
Baltimore-Washington Sales Congress 
—Riehle, Frank Davis Are Heard 





The joint Baltimore-District of Co- 
lumbia sales congress in Washington at- 
tracted an attendance of about 350, 
nearly half of the number being from 
Baltimore. P. L. Rogers, Acacia Mu- 
tual Life, was general chairman and 
presided at the morning meeting. F. A. 
Savage, Jr., was associate chairman and 
presided in the afternoon. The welcom- 
ing address was delivered by F. G. Clen- 
daniel, Northwestern Mutual, president 
of the District of Columbia association. 

William Montgomery, president 
Acacia Mutual Life, who was to have 
addressed the gathering, was unable to 
attend, being in Florida recuperating 
from an illness. However, he sent a 
written message, which was read to the 
congress. He expressed regret that de- 
spite all the developments there have 
been in the business world in the last 
40 years, the agency contracts have 
undergone little revision. “The false 
god of production,” he said, “has been 
so emphasized that the agents feel they 
must fall down and worship it. Better 
by far, had the standard of net gain 
been established and the contracts based 
upon present day employment with a 
permanent and increasingly profitable 
compensation in the future.” 


Stresses Quality Business 


Because of the investment situation, 
there is little opportunity to prevent re- 
duction in dividends unless some econ- 
omy of management may be discovered 
to offset the investment trend. He sug- 
gested that the writing of quality busi- 
ness and establishing the standard of 
net gain will do much to overcome some 
of the adverse investment factors. 

He expressed the belief that govern- 
ment unemployment insurance, old age 
pensions, etc., will have about the same 
effect on life insurance as war risk in- 
surance did. They will advertise the 
business and emphasize more and more 
its importance. 

Alvin T. Haley, general agent Mas- 
sachusetts Mutual at Greensboro, N. C., 
delivered a talk on “Streamline Selling.” 
Agents, he said, need energy but they 
must also get rid of the projections that 
hold them back. They should start do- 
ing systematically the things they 
already know they should do. 

Seizing the Opportunities 


T. B. Glading, who is connected with 
the Penn Mutual Life of Philadelphia, 
advised taking advantage of new de- 
velopments in the business world. For 
instance, while so much publicity is be- 


are inclined to think favorably of retire- 
ment income policies and that should 
be emphasized. 

President T. M. Riehle of the Na- 
tional Association of Life Underwriters 
observed that no man is truly successful 
until he is financially independent of his 
business. Every agent should arrange 
his affairs so as to be financially inde- 
pendent of his business in his old age, 
he said. “Spend less now than you make 
so you can spend more later than you 
earn,” he advised. 

W. J. Wright of the Pittsburgh 
agency of the Penn Mutual said he pre- 
sents the retirement income idea to 
every person he meets. He finds that 
third party reference calls are his most 
profitable. He confined himself almost 
entirely to such calls in 1934 and he 
closed one out of four calls. 

In the afternoon six five-minute talks 
were given by Maryland and Washing- 
ton agents. Edward Warfield, North- 
western Mutual, Baltimore, said he has 





ican Life Convention. 





“Puff Sheet” Magazine 
Is Hit by Fraud Order 





As president and secretary re- | 
spectively of the Life Advertisers 
Association, S. A. Swisher, Jr., | 
assiscant superintendent of agen- | 
cies Equitable Life of Iowa, and 
J. H. McCarroll, advertising man- 
ager Bankers Life of Iowa, were 
responsible for the compiling of 
evidence which resulted in a fraud | 
order by the postoffice depart- 
ment against an editor of a “puff 
sheet” in New York. The editor 
made it a practice to solicit 
“writeups” from insurance ex- 
ecutives, promising to publish the 
confectionery material in the mag- 
azine. Incidentally he took orders 
for additional copies. It was found 
that the magazine had no bona 
fide circulation, and the scheme 
was simply a racket to sell copies 
to the “puffed.” 











Prudential Promotions Mak 


Number of People on the Staff Ar 
Boosted Up a Notch 


or Two 








The Prudential has promoted the fol- 
lowing: E. B. Whittaker, H. E. Blag. 
den, and Pearce Shepherd, mathemati 
cian, to assistant actuaries; J. R. Dal 
rymple, also a mathematician, to super: 
visor; Dr. S. Ylvisaker, assistant 


director; L. D. Tasney, former manager 
group insurance department, to super: 
visor; Miss Elfreda F. Devendorf, as- 
sistant supervisor in the supervisors’ de- 
partment, to supervisor, the only woman 
in the home office holding such title. In 
the mortgage loan department S. W. 
Toole, from city property manager to 
supervisor; W. T. Sanders, from prop- 
erty inspector to farm field manager; 
Henry Rausch, assistant supervisor to 
supervisor. Group insurance depart: 
ment: H. T. Brookins, associate mat- 
ager to manager, and C. E. Elliott, Jr, 
home office representative to assistant 
manager of region B. 








pects. He tries to “ease” a man into 
an interview. Then he seeks to qualify 
the man, finding whether he has a def- 
nite need that is not covered. Then le 
determines in his own mind whether he 
can sell that prospect. 

Stephens, Equitable Life of 
New York, Washington, suggested that 
agents pay a visit to the poorhouse 3 
a means of impressing themselves with 
the great service of life insurance. 
R. W. Castle, Massachusetts Mutual, 
Washington, advocated knowing vet 
batim the first few sentences that a 
agent intends to speak to an individual. 
George E. Harris, Mutual Benefit 
Life, Washington, said when a prospect 
tells him that he is “insurance poor M 
shows the prospect that in reality, com 
sidering the percentage of each dollat 
that goes for necessities, the man 
“clothes poor,” “gasoline poor,” af 
“food poor.” When he dies, and thes 
is no provider for the family, then it W! 
be realized that he was “insurance 
poor.” 
Other five minute speakers were Leot 
ard Godine, Penn Mutual, Maryland, 
and Charles Jamieson, Mutual Life 0 
New York, Maryland. 
The final speaker 
Davis, vice-president of the Penn 
tual, who delivered the summary. 
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Connecticut Mutual’s Rates 2 
The table of rates accompanying pa 
article in the Jan. 18 issue on PO ife 
changes of the Connecticut Mutual - 
applied to present contracts and no ti- 
the new contracts mentioned in the = 
cle. The new rates will be announce 
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THE WISCONSIN LIFE INSURANCE COMPANY 


30 WEST MIFFLIN STREET, MADISON, WISCONSIN 


Statement of Financial Condition— December 31, 1934 


ASSETS 
MS Aly Yaga ie, Oe I ieee hae $1,190,616.56 
(Includes U. S. Government $602,450.00) 
Pie Diliman Le. 5a ic See stewie 1 ,443,790.83 
CHG COMUNE onc cess ec bcc accvuceuswecadpecewaeres $1,277,127.19 
BOUNY PORNO ec Cece ciere vow tees bccceteunwewodar 166,663.64 
CN OP PN oo nvr deen eens nesses 784,448.40 
Secured by reserves on policies 
a A Rs i ER eee 641,620.67 
Free of indebtedness. Includes Home Office Building and 
parcels sold on land contracts 
est ede octane See yciow ees ae ee ee ieee: 60,042.03 
ELE a eee Pe eRe 44,748.73 
On Mortgages, Bonds and Policy Loans 
Net Uncollected and Deferred Premiums (for which the 
reserve liability has been set up) and all other assets 90,920.63 
Te ey IS SS ik ks 4 i orien aetna $4,256, 187.85 





LIABILITIES 
Legal Reserves on all policies in force..............055 $3,589,114.26 
Present Value of Installment Claims.................4- 85,530.95 
Claims awaiting completed proofs................+05: 4,625.00 
Dividends apportioned to policyholders............-... 236,701.25 
Ree Oa iiss bc has Bile ee es es iSiee wea cues 16,002.60 
Premiums and interest paid in advance..............-- 60,316.37 
Accounts payable, accrued expenses and special reserves _17,879.86 
Daven DAG x cciecn ccae seseaenivarasuceeestens None 
MG cos das asd teehee eeweetatasaeaearan $4,010,170.29 
Surplus 
oe ae: 
, . ‘ 246,017.56 
Excess Security to Policyholders 
(Surplus set aside as special and contingency reserves in 
addition to the legal reserve requirements) 
Total Reserves, Liabilities and Surplus................. $4,256,187.85 


Paid Policyholders and Beneficiaries since Organization more than Four Million Three Hundred Thousand Dollars. 


Comparative Annual Income 
Year Ended Decamber 30, (GIA. 6.0 ch ccc csccnesecevennesioeh ens es $ 94,336.29 


Vaur-Badeumecemipes OE, 092M. oo esiccte code mndivede Rewececeets 486,278.70 
Vaart Gnuect=seceienr a0, IR oss horn esvc cect taodusawelvoeds 949,269.36 
Assets at Dates Given 
Decsniar Si hate. os sacs ice dedutlconwaudcbeesecueoreaueures $ 393,019.49 
RGB tree AN EEE oro cs Ue ods Llucwe a eee dde ede 1,344,041.08 
DEC Oy Gs | RTS 0 RS Met MOET ere ket ieee A Se he 4,256, 187.85 


AUDITOR'S CERTIFICATE 
January 17, 1935 


We have examined the accounts of The Wisconsin Life Insurance 
Company for the year ended December 31, 1934, and 

WE HEREBY CERTIFY that the accompanying statement is in 
accordance with the records, and, in our opinion, presents the true 
financial condition of the Company as of December 31, 1934. 


(Signed) ELWELL, KIEKHOFER & CO. 
Certified Public Accountants 


A RECORD OF STABILITY 


ASSETS INCREASED 41% DURING DEPRESSION YEARS 


During the past five depression years we paid to policyholders and their beneficiaries 
$2,283,222.10 of which $578,271.45 represents dividends to policyholders. The company 
had a larger income in 1934 than in 1929. During that five year period our assets in- 
creased $1,233,064.07, an increase of 41%. 


MORTGAGE LOANS AND REAL ESTATE 


We have in first mortgage loans $1,443,790.83 of which $1,277,127.19 is on 256 city 
Properties and $166,663.64 is on 51 farm properties. The average size of city loan is 
$4,989.00 and the average size of farm loan is $3,268.00. Real estate amounting to 
$641,620.67 includes our Home Office Building on the Capitol Square, and other prop- 
erties of which 38 parcels have been sold under land contracts and 10 parcels leased with 
option to purchase. Interest accrued on all properties was written off at the time they 
were taken into our real estate account. and we do not carry in assets any past due rents 
or land contract interest. 


AGENCY OPENINGS IN WISCONSIN, 
MINNESOTA, MICHIGAN AND OHIO 


George R. Holdhusen, Field Supervisor 





NO BORROWED MONEY 


During 1934 we paid to policyholders and beneficiaries $528,409.68. Excess of cash 
income over all cash disbursements for the year was $195,157.40. The company has no 
borrowed money. 


BONDS 


Our bonds have a par value of $1,201,592.00 and are carried:on our books at 
$1,190,616.56. $602,450.00 are in U. S. Government bonds. The only bonds in default 
as to principal or interest are $5,000 municipal bonds which did not pay the November |5th 
interest, and which we are assured is only a temporary default in interest payment. This 
bond is carried on our books at market value as of December 31, 1934. 


MORTALITY FAVORABLE 


The type of business we have written evinces the high character of the agents repre- 
senting the company. Mortality among our policyholders during 1934 has again been 
very favorable. 


N. J. FREY 


President 


GORDON D. ADAMS 


Secretary 





“Solid as the State” 


RE eR 8 > IRR RR Se EIR 7A EP RONNIE RE I 
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Company Statement Figures _ 
Show Satisfactory Progress 





_ The Massachusetts Mutual Life has 
issued its new annual statement show- 
ing assets $498,389,361 of which $170,- 
703,694 are mortgages, $96,091,637 pol- 
icy loans $165,554,085 bonds and stocks, 
$30,786,646 real’ estate including home 
office building, $20,673,747 cash in bank, 
surplus $17,677,808. Its new insurance 
is $127,057,755, insurance in force $1,- 
888,626,846, death claims $17,220,113, 
mortality 60 percent, policyholders’ divi- 
dends $11,400,174, paid policyholders 
$53,840,424, average yield on $17,067,403 
invested during the year in government 
bonds 2.43 percent; on $27,199,194 in 
other bonds 4.1 percent. The average 
annual yield on total invested assets 
netted 3.82 percent, increase in assets 
$29,374,148. Its premiums were $70,- 
472,376, and total receipts $106,808,873. 
The total disbursements were $78,365,- 
263. The sales feature last year was 
the increase in annuity business. This, 
President Sargeant points out was the 
result of two factors: First, the general 
fall in the rate of interest on new in- 
vestments, and second, the confidence 
of the investing public in life companies. 

In 1933 the Massachusetts Mutual re- 
ceived $7,209,000 on account of the pur- 
chase of various annuities. In 1934, the 
amount was $10,851,000. The gross rate 
of interest earned last year was 4.39 per- 
cent. The directors will recommend a 
slight reduction on the rate of interest 
to be paid on proceeds of policies left 
with the company, becoming effective 
June 1. The real estate holdings are 5 
percent of the assets including the home 
office. President Sargeant states that 
on the whole its mortgage loan and real 
estate situation is as satisfactory as is 
possible in these times. The Massa- 
chusetts Mutual is regarded as one of 





the outstanding companies of the coun- 
try that has always enjoyed the con- 
fidence of the insuring public. 


HOME LIFE 


The Home Life of New York has is- 
sued its annual statement showing as- 
sets $81,542,681 of which $25,962,177 are 
mortgages, $2,796,171 federal bonds, 
$19,985,102 other bonds, $2,305,407 pre- 
ferred stocks, $19,524,679 policy loans, 
$4,483,830 real estate acquired under 
foreclosure, cash $2,298,586, fluctuation 
reserve $400,000, surplus $3,232,600, in- 
surance in force $351,660,186, total in- 
come $17,505,851, dividends paid policy- 
holders last year $1,773,926. 

PHOENIX MUTUAL LIFE 


The annual statement of the Phoenix 
Mutual Life shows assets $179,480,906, 
gain $10,429,000, surplus $5,818,450, gain 
$996,000, new insurance $48,380,000, gain 
$14,000,000. The gain in premium in- 
come was $3,770,000. The first year 
premiums excluding all single premiums 
showed a gain of 45 percent. The single 
premiums under annuity contracts in- 
creased 46 percent and single premiums 
under insurance contracts increased over 
250 percent. The insurance in force 
$583,611,121 gained $600,000. The com- 
pany now has total insurance in force 
within $500,000 of the total at the close 
of 1929. The amount of business termi- 
nated was $18,000,000 or 28 percent less 
than in 1933. The mortality experience 
was 54.4 percent. Of the assets, 3.13 
percent is cash, 10.97 federal securities, 
3.8 other government bonds, 9.68 rail- 
road bonds, 12.1 public utility ‘bonds, 
17.81 policy loans, 10.63 farm mortgages, 
12.8 city mortgages. Its real estate 
other than home office is 11.07. Its 





margin of gains from insurance opera- 
tions was $1,545,000. 

The company enjoys superior man- 
agement and always gives a good ac- 
count of itself. 


NATIONAL LIFE OF VERMONT 


Improvement in business in 1934 was 
reported by President Howland at the 
annual meeting of the National Life ot 
Vermont. 

New insurance increased over 10 per- 
cent. Premiums paid for new insurance 
were nearly double those of the previous 
year, a large part of the increase being 
due to policies paid for in single pre- 
miums. The amount received in pre- 
miums for life insurance and annuities 
was the largest in the 85 years’ history 
of the company, 

The dividend payments to be made to 
policyholders in 1935 represent an aver- 
age increase of 15 percent. The surplus 
increased $426,780. The surplus to pol- 
icyholders, including $2,000,000 con- 
tingency reserve, is $10,428,785. 

If all securities were valued on a 
strictly market basis as of Dec. 31, in 
the statement would show a surplus and 
contingency reserve of $9,690,858. 

Assets totaled $158,813,726, increase of 
$7,017,380. In the depression years 
since 1929 assets have increased $28,- 
261,436. 

Holdings of U. S. government bonds 
are $10,462,536, increase $5,913,565. In 
addition the company owns bonds of the 
federal land banks and Home Owners’ 
Loan Corporation for $6,338,886, and 
state, county, and municipal bonds ag- 
gregating $18,285,114. The mortality 
experience was 59.21 percent. 


WISCONSIN LIFE 


The new annual statement of the 
Wisconsin Life of Madison shows as- 
sets $4,256,187, surplus $246,017, total 
income $949,269. During the last five 
years the company paid to policyholders 
$2,283,222 of which $578,271 was divi- 
dends. Its assets have increased 41 per- 
cent during the last five years. It has 
in mortgage loans $1,443,791 of which 





$1,277,127 is on 256 city properties and 
$166,663 on 51 farms. It paid to policy- 
holders ‘last year $528,410. Its excess 
in income was $195,157. It has no bor- 
rowed money. The Wisconsin Life has 
in bonds $1,190,616 of which $602,450 
are federal. The only default is $5,000 
in municipal bonds. The Wisconsin Life 
operates in Wisconsin, Minnesota, Mich- 
igan and Ohio, the chief factor in the 
company being President N. J. Frey. 


NATIONAL LIFE OF DES MOINES 


An increase of 70 percent in issued 
business in 1934 for the National Life of 
Des Moines was reported by William 
Koch, president, at the annual meeting. 
Assets increased $223,000, bringing the 
total to $6,901,000. The lapse ratio was 
improved 34 percent over 1933 and re- 
instatements increased 13 percent. Death 
claims paid in 1934 totaled $841,789, 
None of the company’s $1,503,175 as- 
sets in bonds are in default as to prin- 
cipal or interest. The bonded assets are 
13 percent of total assets. Farm prop- 
erties produced a 3.43 percent return on 
investment despite drought conditions 
in parts of the state. 


MIDWEST LIFE 


Reporting at the annual meeting of 
the Midwest Life of Nebraska, Presi- 
dent W. W. Putney said that more than 
$500,000 of its real estate mortgage de- 
linquencies had been liquidated, with no 
loss in principal and a loss of but $1,- 
444 in past due interest and taxes. New 
business in 1934 totaled $2,945,000, an 
increase of 71.5 percent over 1933, the 
year ending with $20,175,000 in force. 
Surplus account now stands at $695,467, 
with $836,000 of liquid assets, the high- 
est percentage of liquidity in the com- 
pany’s history. 

MANUFACTURERS LIFE 


General Manager J. H. Lithgow of 
the Manufacturers Life of Toronto in 
his annual report showed new business 
last year over $61,000,000, increase 14 
percent. Of this amount 96 percent was 
produced by its own organization. It 
reported an increase in both immediate 
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and deferred annuities. Of the business 
in force, there is 48 percent in Canada, 
43 percent outside and 9 percent rein- 
surance. Terminations last year were 
reduced substantially. Mr. Lithgow, 
however, stated that there is still ap- 
proximately twice what would be con- 
sidered satisfactory under normal con- 
ditions. He looks for a continuation of 
the present downward trend due to the 
reduction in demands for policy loans 
and surrenders. There have been many 
policies canceled due to loans. Policy 
loans were $21,000,000, being 17 percent 
of the assets, a decline of $1,500,000 dur- 
ing the year. : 
The assets now are $124,750,000, in- 
crease $5,250,000. There was an increase 
of $141,960 in surplus, this figure now 
being $3,005,696. The capital is $2,300,- 
000. The company’s gross rate of in- 
terest earned last year was 5.13 percent. 
Mr. Lithgow opined that the conserva- 
tive view necessitates the assumption 
that there will be a continuation of low 
interest rates for some time. The pre- 
miums last year were $20,657,075 and 
total income $28,428,494. There was 
paid policyholders $16,170,589, the total 
disbursements being $22,781,397. 


KANSAS CI’Y LIFE 


At its 40th annual meeting the Kan- 
sas City Life directors declared a regular 
semi-annual dividend of $8 a share. New 
business in 1934 totaled $87,973,388, 
compared with $73,214,324 in 1933. Hold- 
ings of U. S. securities increased sub- 
stantially, while farm and city mort- 
gages decreased considerably in the 
company’s portfolio. Policy loans de- 
creased somewhat. Legal reserve in- 
creased approximately $3,000,000. 


FEDERAL RESERVE. LIFE 


The Federal Reserve Life reports a 
20 percent increase in cash income in 
1934, 84 percent of the new premiums 
being paid for in cash, compared with 
75 percent in 1933. Policy loan pay- 
ments increased 32 percent in 1934. 
Beneficiaries and policyholders were 
paid $848,401, death claims totaling 
$265,752, surrender values and dividends 
$236,826 and policy loans $345,823. 


SEABOARD LIFE OF HOUSTON 


President Burke Baker of the Sea- 
board Life of Houston, Tex., in present- 
ing its annual statement shows assets 
$1,405,608, of which 5.88 percent is cash, 
42.11 percent United States, state and 
municipal bonds, 27.27 percent mortgage 
loans, 13.02 percent policy loans. Its 
policyholders’ surplus is $255,529. Its 
paid for business last year was $3,048,- 
529, about the same as the year before. 
Its insurance in force is $17,286,190, 
gain $653,000. 

The Seaboard Life was five years old 
when the depression started at the end 
of 1929. During the five-year period it 
has made a gain in insurance 37 per- 
cent, in premiums 49 percent, in num- 
ber of policyholders 66 percent, in in- 
terest income 169 percent, in assets 171 
percent. 


PROVIDENT LIFE & ACCIDENT 


The Provident Life & Accident at 
Chattanooga shows an increase of $12,- 
886,574 in insurance in force. It closed 
the year with $71,043,561 of total insur- 
ance, the increase being 22 percent. The 
premium income gained 20 percent. In 
1934 the company received 63 percent 
more business than it did in 1933 and 
paid for 68 percent more. 


COLUMBUS MUTUAL LIFE 


The Columbus Mutual Life shows as- 
Sets $23,255,141, gain $1,000,000, capital 
$500,000, net surplus $1,507,692, gain 
$111,000. It has $563,975 cash, $1,464,650 
federal bonds; $2,379,306 municipal; $10,- 
523,358 mortgages; $3,892,261 policy 
loans; mortality ratio 39.5 percent, five 
year mortality average 43.3 percent; paid 
policyholders last year $2,844,064; insur- 
ance in force $120,965,872. 


NATIONAL GUARDIAN LIFE 
The National Guardian Life of Madi- 





son, Omaha. 





New Minneapolis General 
Agent of the Aetna Life 








F, E. McMAHON 


The Aetna Life has appointed F. E. 
McMahon general agent in Minneapolis 
to succeed H. W. Kavel, who died Dec. 
6. Mr. McMahon was born in Pittsfield, 
Mass., in 1900. On graduation from Col- 
gate in 1922, he enrolled in the Aetna 
Life group school, and on completing 
the course was assigned to Chicago as 
group representative. A year later he 
was appointed to the Detroit office, and 
after five years of successful experience 
in the promotion of group business he 
was made agency supervisor. In 1931 
he was appointed assistant general 
agent to H. K. Schoch, who heads the 
Detroit agency. 








total income $1,751,414, paid policyhold- 
ers $953,002, total expenditures $1,451,- 
780, insurance in force $41,448,553. The 
assets increased $250,000. The net re- 
turn on invested assets was 4.22 percent. 
There is an increase of $433,555 in cash 
and federal bonds. Of its assets $232,- 
588 was cash, $570,601 federal bonds, 
$246,038 municipals, $535,162 railroad, 
$1,217,638 utility and miscellaneous, $2,- 
377,834 city mortgages, $923,349 farm 
mortgages, $749,707 real estate, $1,357,- 
383 policy loans. 


COLUMBIA LIFE, OHIO 


President S. M. Cross of the Colum- 
bia Life of Cincinnati, in his annual re- 
port states the liquid position of the 
company is the best in five years. 
Total amount paid policyholders since 
organization is $6,826,702. Other figures 
as of Dec. 31 are: assets, $4,393,859; 
surplus to policyholders, $373,509; insur- 
ance in force, $26,763,238; new insurance 
$1,225,756; reserves, income $955,628; 
paid to policyholders, $664,175. Sash 
surrenders $328,000, a considerable de- 
crease over 1933. E. L. Nielson, vice- 
president of the American Oak Leather 
Company, was elected a director. 


Equitable Names Its Group 
Agency Leaders for 1934 


The Equitable Life of New York has 
published its honor roll for group in- 
surance last year. There were 35 agen- 
cies that each produced $1,000,000 or 
more of group. Agencies producing 
over $10,000.000 were the E. A. Woods 
agency of Pittsburgh; A. A. Dewar, Los 
Angeles; E. H. Keating, Minneapolis; 
W. V. Woody, Chicago; S. Lustgarten, 
Chicago, and A. B. Shea, Minneapolis. 

Those producing between $5.000,000 
and $10,000,000 were L. H. Kellogg, 
Chicago; E. R. Jeter. Rock Hill-Char- 
lotte. N. C.; H. A. Chipman, Columbus; 
D. S. Bethune, Washington; E. L. Car- 
son, Milwaukee: J. W. Nolan. Chicago; 

J. Farnsworth. Boston; A. Rosen- 
stein, New York City, and F. N. Crox- 














This is the handsome brochure describing the Roses and 
Drums program. It was produced in response to hundreds 
of requests from habitual listeners. 


EVERY SUNDAY AT 5:00 P. M. Eastern Stand- 
ard Time, thousands of families settle back in 
their easy chairs and let this stirring drama of 
the Civil War live again before them. 

History vividly interpreted by a cast of cele- 
brated stars from the American stage . . . beau- 
tiful music, too, woven into the theme... and 
romance that reaches the heart . . . all these com- 
bine to build up more and more listeners every 
week for Roses and Drums. 

These listeners are prepared and preferred 
prospects for Union Central representatives— 
just one of the many advantages from Union 
Central national advertising which helps to get 
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Commissioner Owen B. Hunt 


of Pennsylvania Honored 





IS GUEST AT BIG GATHERING 





Many Company Executives and Agents 
Attend Luncheon with R. R. 
Dearden as Host 





PHILADELPHIA, Jan. 24.—Insur- 
ance leaders in Pennsylvania partici- 
pated in an informal luncheon as guests 
of R. R. Dearden, Jr., president “United 
States Review,” to meet Pennsylvania's 
new insurance commissioner, Owen B. 
Hunt. J. B, Kelly, head of the Demo- 
cratic organization in Philadelphia who 
was largely responsible for appointment 
of Mr. Hunt, advised that Governor 
Earle had said, “Our friends will get the 
state insurance business because it costs 
the state no more to give it to our 
friends than to our enemies.” There will 
be no “racket” in the state’s insurance 
and bonding business and no company 
will get more than 10 percent of the 
business. He paid tribute to Mr. Hunt. 


President Linton Speaks 


M. A. Linton, president Provident 
Mutual Life; Frederick Richardson, 
United States manager General Acci- 
dent, and Benjamin Rush, president, In- 
surance Company of North America, 
offered their cooperation to Mr. Hunt. 
Mr. Linton expressed satisfaction that 
Mr. Hunt is an experienced insurance 
man. Insurance departments should 
have strong men at the head. If all in- 
surance departments had been ably run, 
he said, they would have saved life com- 
panies considerable financial stress and 
worry. Pennsylvania is the second state 
from an insurance point of view, he said. 

Mr. Richardson said he was proud to 
have a casualty man representing the 
whole business at Harrisburg. Mr. 
Rush gave a brief sketch of Mr. Hunt’s 
career and said he would prove to be a 
good insurance commissioner, 


Commissioner Responds 


The new commissioner said that he 
felt confident the worst of the storm 
had passed, and he hoped no company 
in the state would close its doors 
through financial difficulties. He pro- 
poses to study financial problems. He 
said facts must be faced, and some con- 
ditions are not as favorable as they 
should be, but he was confident this 
was not due to lack of fidelity or breach 
of trust on the part of insurance men. 
Market value of securities in many cases 
has fallen below purchase price, but this 
does not demonstrate any lack of inher- 
ent value in the securities but only the 
general lack of public purchasing power. 

W. Folwell, president Pennsyl- 
vania Manufacturers Association Cas- 
ualty, was another speaker. Mr. Dear- 
den was toastmaster. He read a letter 
from Herman A. Behrens, president 
Continental Casualty, Mr. Owen’s for- 








Insurance Man to Head 





Pennsylvania Department 











OWEN B. HUNT 


Owen B. Hunt of Philadelphia, who 
has been appointed insurance commis- 
sioner of Pennsylvania, has been in the 
insurance business 12 years and has been 
regional claim manager for the Conti- 
nental Casualty. He started with the 
Penn Mutual Life and had claim expe- 
rience with the Commercial Casualty 
and Pennsylvania Surety before joining 
the Continental. 








Massachusetts Mutual Rally 





General Agents and Agents Associations 
to Hold Sessions in Chicago 
May 31-June 1-2 





The dates for the Chicago conventions 
of the General Agents Association and 
Agents Association of the Massachusetts 
Mutual Life have been set. The gen- 
eral agents will meet May 31 at the 
Edgewater Beach Hotel, and the ordi- 
nary agents June 1-2 at the same place. 
A very large contingent of home office 
men is expected to attend. 

The conventions have been held away 
from the home office city, Springfield, 
Mass., only three times previously, at 
French Lick, Ind. White Sulphur 
Springs, W. Va., and Mackinac Island. 
Due to the more central location an at- 
tendance of 700 to 800 is expected. 

Richard W. Partridge of the Nelson 
& Blackmur general agency in Boston 
is president of the Agents Association, 
and George E. Lackey, general agent 
Detroit, is president of the General 
Agents Association. 


New England Mutual’s Limit 





mer “boss,” paying tribute to him. E. 
S. Joseph, first deputy commissioner, 
was among the guests. 





at pmvertal mod of Asheville, N. C., 
w t) S_annual agenc 
at Asheville, Feb. 15. ” Peis te es 


The New England Mutual has limited 
the amount of premiums paid in advance 
to $25,000, which is in line with the 
single premium life and single premium 
annuity limits. The discount factor ap- 
plicable to premiums paid in advance is 
3 percent compound interest. 





‘out success. 


McSwain Bill for Federal 
Control Is Reintroduced 





LICENSING PLAN PROPOSED 





Investigation of Insurance Costs, Sala- 
ries, and Business Methods 
Is Also Sought 





WASHINGTON, Jan. 24.—Legisla- 
tion requiring all life companies to se- 
cure licenses annually from the secretary 
of commerce as a condition to their use 
of the mails or other instrumentality ot 
transportation or communication for the 
transmission or reception of money or 
other communications was reintroduced 
in the house of representatives this week 
by Congressman McSwain of South 
Carolina. 

Similar measures were introduced by 
McSwain in 1933 and last year but were 
never acted upon by the interstate com- 
merce committee, to which they were 
referred. 

To obtain a license, a company would 
have to file an annual statement of its 
financial condition, investments, dffili- 
ates, and salaries paid, and would be 
prohibited from doing business by mail 
or other means of communication in any 
state where it is not admitted. 


Resolution for Investigation 


Representative Henry Ellenbogen of 
Pennsylvania has introduced a resolu- 
tion proposing an investigation of in- 
surance costs, salaries, and _ business 
methods. He is particularly interested 
in a scrutiny of industrial life insurance. 

The inquiry would be conducted by 
a special committee of seven. Deter- 
mination whether the investigation shall 
be made will lie with the house rules 
committee, to which the resolution was 
referred. 

Demand for an investigation has been 
anticipated since the beginning of the 
session as a result of continued agita- 
tion of the question of insurance. Ef- 
forts were made last year to secure an 
inquiry by the senate committee which 
probed Wall Street activities, but with- 
Attention has lately been 
centered upon the insurance industry 
by the report of the federal power 
commission on companies’ utility invest- 
ments and by rumors that the adminis- 
tration was considering the establish- 
ment of federal control of investments. 


DON’T FEAR ADMINISTRATION 


NEW YORK, Jan. 24.—Talk of fed- 
eral supervision of insurance company 
investments, prevalent last week because 
of newspaper stories, seems confined to 
wondering what caused even that pass- 
ing flurry. There is no denying that 
there are congressmen and _ perhaps 
minor government officials who would 
like to bring about such regulation, but 
it is believed that President Roosevelt 
and those closest to him would not fa- 
vor such a move. 

The United Press reported that some 
congressmen are planning to use the 
President’s social security program as 
an opening wedge in a move to supplant 
private carriers by government insur- 
ance. It was indicated that these con- 





gressmen were motivated by the fear 
that insurance companies would oppose 








FIGURES FROM DECEMBER 31, 1934 STATEMENTS 





Change Prem, Total Benefits Total 
Total Change in Fluc New Bus. Ins. in Force in Ins. Income Income Paid Disburs. 

= — Surplus 7" : Dec. 31,1934 In Force _" 1934 i 1934 

$ $ $ $ 

Capitol Life ...... 10,930,821 +656,098 1,224,564 ...... 4,595,776 57,364,060 —3,020,250 1,547,698 2,298,253 1,422,772 2,187,158 
Great Amer. Tex.. 1,282,339 +281,368 378,695  ...... 7,603,613 14,179,528 +38,974,245 358,497 557,373 72,169 854,347 
Imperial Life, Can. 71,348,658 +2,775,242 3,503,599 1,000,000 23,448,121 278,934,599 —784,360 9,828,321 14,396,294 8,022,045 11,525,428 
Intl. Trav., Tex.... 257,085 + 18,904 220,380 «nace. 925,000 2,092,357 + 251,977 *53,278 *58,324 *7,590 *37,528 
Linc. Liberty, Neb.. 4,982,766 + 434,010 202,231 203,000 5,752,000 24,480,000 + 477,000 1,077,474 1,330,163 314,147 761,450 
Mass, Mutual...... 498,389,361 +29,374,148 17,677,808 ...... 127,057,755 1,888,626,846—63,411,718 70,472,376 106,808,873 53,840,424 78,365,263 
Mutual Life, Can..145,411,734 46,499,226 5,706,494  ...... 42,411,235 521,174,304 +2,652,968 18,726,618 28,534,181 17,280,625 18,138,330 
Natl, Life, Can.... 11,611,698 +180,958 8 eee 6,672,959 55,537,210 + 5,166 1,526,678 2,250,128 1,299,435 2,009,709 
National Life, Vt..158,813,726 + 7,017,381 8,428,786 2,000,000 31,529,926  514,140,399—22,406,291 22,326,898 32,412,789 18,356,824 24,978,523 
Ohio State Life.... 15,451,681 +467,281 1,758,226 400,000 13,261,800 81,767,691 +2,474,987 2,336,911 38,426,016 1,659,294 2,833,039 
State Res., Tex.... 837,102 + 99,2388 i) ee 1,398,519 8,430,244 —309,676 187,170 277,590 $0,712 172,576 
8,640,127 +240,463 227,198  ...... 9,505,420 30,348,561 + 1,542,608 782,158 981,955 $14,272 730,646 


United Fid., Tex... 


*Life department only. 











Philadelphia “App Day” 
Weather Bad, Record Good 








Despite a snow storm that later 
turned into rain, Philadelphia agents 
wrote more than three million dollars of 
business Jan. 17 on “Application Day.” 
Figures compiled by the Philadelphia 
Association of Life Underwriters show 
that 540 agents wrote 688 applications 
for a total of $3,034,404. 

While this amount is considerably 
under the $4,949,056 written by 658 
agents last year, it is still a good rec- 
ord considering the inclement weather 
plus the remarkable December produc- 
tion of virtually every Philadelphia of- 
fice. 

“Application Day” business was six 
times the normal production and the 
average for the rank and file of agents 
was considerably higher than last year 
when more business was written. 








the social security program on _ the 
ground that it constituted an encroach- 
ment on their business. 

The report quoted Representative 
Lewis of Maryland, chairman of the 
house ways and means committee, as 
stating that the government should take 
over the functions of the insurance com- 
panies and that life insurance should be 
removed from private enterprise and the 
profit motive. 

As to competition between the Presi- 
dent’s social security program and _ the 
life companies, there appears to be little 
chance of conflict, as they do not ful- 
fill the same functions except on a few 
very minor points. One of these is that 
the security program provides for issu- 
ance of annuities up to $100 a month in- 
come. 

Situation of Industrial 


The supposition has been that the so- 
cial insurance program would affect in- 
dustrial insurance, but closer examina- 
tion shows that these two forms of cov- 
erage would conflict very little. Indus- 
trial insurance is sold not as a savings 
proposition, but largely as a death bene- 
fit running up to a few hundred dollars 
to provide ready money for the funeral 
and last illness expenses. Frequently 
this money is expended almost entirely 
for the type of funeral that the de- 
ceased’s relatives feel is fitting and 
proper, for religious, traditional, or sen- 
timental reasons. 

The government’s program, on the 
other hand, is largely a subsistence 
measure, providing a small income for 
living expenses. It would probably ques- 
tion the economic necessity of persons 
on the borderline of dependency going 
to the expense of elaborate funerals. It 
would seem more likely to hold that such 
an outlay would come under the head- 
ing of luxuries which the insured could 
provide for himself out of his own sav- 
ings or personal insurance. 


Indiana Day Speakers Are 
Announced; Code Big Topic 





Speakers thus far announced for In- 
diana Insurance Day in Indianapolis 
Tuesday of next week include Governor 
McNutt, Commissioner H. E. McClain, 
J. D. Cramer, deputy insurance com- 
missioner; Lloyd Thompson, actuary, 
and J. W. Stickney, Indianapolis agent. 
R. C. Griswold, president of the Indiana 
Federation, and H. A. Luckey, chairman 
of the general committee, will preside 
at the different sessions. 

Members of the legislature will be 
guests at the luncheon when Governor 
McNutt and Commissioner McClain will 
speak. Most of the program centers 0 
the proposed recodification of the insur- 
ance laws. The response from agents 
and company men over the state indi- 
cates that there will be a large attend- 
ance. The annual meeting of the Insur- 
ance Federation of Indiana will be the 
closing session in the afternoon. 
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| Gets Testimonial 





CHESTER 0, FISCHER 


The various local life underwriters’ 
associations in Missouri have presented 
to Chester O. Fischer of St. Louis, gen- 
eral agent Massachusetts Mutual Life, a 
testimonial in recognition of his work in 
founding the Missouri Life Underwrit- 
ers Association, he being the first presi- 
dent. Mr. Fischer has been very active 
in the life underwriters’ movement. He 
was the first president of the Illinois 
Life Underwriters Association and one 
of the founders of that body. He is a 
trustee of the National Life Underwrit- 
ers Association. 








Financial Section of A. L. C. 
to Meet in Chicago Feb. 22 


More than usual interest attaches to 
the mid-year meeting of the Financial 
Section of the American Life Conven- 
tion, which will be held at the Palmer 
House, Chicago, Feb. 22. The peculiarly 
puzzling situation presented in the field 
of safe investments at adequate yield, 
gives assurance that there will be a 
large attendance at the Chicago sessions, 
a number of carefully prepared discus- 
sions on various investment problems 
and a round table of interest to all 
financial officers of life companies. 

Two themes have been selected by 
E. B. Raub, Jr., chairman of the Finan- 
cial Section; Harry Wade, secretary, 
and others assisting in preparing the 
program, “Bonds and Mortgages,” and 
“Current Legislation Affecting Invest- 
ments.” The first subject is of suffi- 
Gient significance this year to merit an 
entire day’s program. The second topic 
is also of major importance and is ex- 
pected to develop many views from the 
financial men. 

Mr. Raub is general counsel of the 
Lafayette Life of Lafayette, Ind., and 
Mr. Wade is assistant to the president 
of the United Mutual Life of Indi- 
anapolis. 





Ketcham and Gauss Honor 
Guests at Detroit Dinner 





DETROIT, Jan. 24.—Sixty officers of 
Detroit insurers, stock, mutual and re- 
Ciprocal, attended the testimonial ban- 
quet tendered to C. E. Gauss, retiring 
commissioner, and his successor, J. C. 
Ketcham, by the Associated Insurance 
Interests of Michigan. W. G. Curtis, 
President National Casualty and chair- 
man of the group, was toastmaster. 

a) WV M. Brucker, vice-president Amer- 
ican Life and former governor of Michi- 
gan, paid tribute to Mr. Gauss for his 
administration of the department. He 
expressed the confidence of the associa- 


promised full cooperation with the de- 
partment. 

Mr. Gauss paid high tribute to his 
staff, whom he credited for the good 
showing made by the department dur- 
ign his administration. 

Mr. Ketcham announced the reap- 
pointment of H. B. Corell, first deputy 
commissioner; R. M. Wade, second 
deputy, and J. E. Reault, actuary and 
chief examiner. He said he realizes the 
importance of a sound administration 
ef the department and intends to keep 
intact the working force which has op- 
erated so efficiently in the past. 


Plan Projected for Taking 
Over Detroit Life Business 





Plans appear to be nearing comple- 
tion for the formation of a new com- 
pany to take over the business of the 
Detroit Life with lien. According to 
present plans the R. F. C., which is al- 
ready heavily interested, will put $500,- 
000 in the new company and eastern in- 
terests will invest a similar amount. An 
actuary from Indianapolis, one from 
New York, and one from the Michigan 
department, have been preparing the set- 
us The reinsurance will probably in- 
volve receivership of the Detroit Life. 








Conservation Plans § 
Used by Jefferson 
Standard Succeed 











Karl Ljung, Jr., assistant secretary 
Jefferson Standard Life, who is in charge 
of its conservation activities, states that 
last year the company made the lowest 
record in terminations since 1926. It 
made a net gain of $6,000,000 in insur- 
ance in force. The company has adopted 
many changes in its conservation pro- 
gram and has been a leader in this par- 
ticular field. Membership in its honor 
club is based on renewal record. The 
highest honor club is the Julian Price 
Club, named after President Julian Price. 
Membership requires at least two years 
of service, a minimum of $100,000 of 
paid for business and at least an 80 per- 
cent renewal record. The president of 
the 1935 Julian Price Club is a woman, 
Mrs. Edna Tate Matthews of Moorhead, 
Miss. She had a total of $400,000 of life 
insurance coming up for renewal and 
every dollar of it was continued. Her 
new paid-for business last year was more 
than $350,000. About 100 agents are 
eligible to the club and had renewal 





records of 80 percent or better. If an 
agent is able to maintain his record for 
10 consecutive years he is given a life 
membership. , 

At the present time there are seven 
life members: G. H. Watson, Wichita 
Falls, Tex.; M. H. DeWitt, Corsicana, 
Tex.; A. L. Smith, Birmingham, Ala.; 
O. P. Schnabel, San Antonio; W. H. 
Andrews, Jr., Greensboro, N. C.; W. H. 
White, Sanford, N. C., and John W. 
Umstead, Greensboro. 


Atlanta Wins Cup in 1934 


An appeal is always made to branch 
office cashiers and they are rewarded for 
good renewal records. The 1934 cup 
winner is the Atlanta, Ga., agency, R. B. 
Taylor being the cashier and I. H. Gantt, 
manager. C. S. Fuches is in immediate 
charge of the conservation department, 
he being the manager. 


Midland Life’s Changes 

Midland Life has reduced the amount 
which it will cover with double indem- 
nity to $25,000, including amount al- 
ready in force in previous policies in the 
Midland or other companies. 

The Midland Life has reduced the rate 
at which advance premiums will be dis- 
counted to 3% percent per annum. It 
also has reduced the rate of interest on 
funds left with the company to 4 per- 
cent, of which 3% percent is guaranteed. 
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The NEW 


LIFE-TIME 







The Thorough Training Plan 
of Our Consultants 





Home office schools of two weeks’ duration inau- 
gurate the training program for our field repre- 
sentatives to qualify them as policyholders’ con- 
sultants. All recruits to our field organization— 
experienced or inexperienced in life insurance 
work—are required to attend this school or become 
acquainted with the fundamentals of the LIFE- 
TIME Plan. 


The second step in our broad training program 
is a period of intensive training under the guidance 
of divisional directors. 


The third phase is a complete correspondence 
course which the consultant must continue under 
supervision of the home office. 






INSUWRANGE 
ALEX C. GREEN 
President 
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Principles 


We believe that the interests of 
Policyholders, Field Force and 
Company are exactly parallel, 


We believe that wastage in the 
Life Insurance business is borne 
by Policyholders, Field Force 
and Company alike, 


We believe that Standards of 
Performance are attainable which 
Will eliminate Waste, and 








We believe that these principles 
Should find expression in the 
relationship entered into between 
the Field Force and the Company. 
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Under the LIFE-TIME Plan, our consultants 
work toward a goal of selecting and qualifying 


a definite life-time clientele. They offer these 
clients a truly professional service. Each client’s 
policies are surveyed, and brought up-to-date. 
Needs are diagnosed, and a life-time insurance 
program is planned on a scientific basis. 


For this work, consultants are paid on an alto- 
gether new basis for life insurance field repre- 
sentatives. Persistency of business, average size 
of policies, and other factors which enter into the 
actual value of business in force to the company 
are taken into consideration in the remuneration 
plan. 





The third of our home ofice schools is being held. 
Applications for enrollment in our next school are 
being considered. Inquiry is invited from capable 
men, 






GEORGE L. GROGAN 
Agency Vice-President 


KANSAS CITY, KANSAS 




































10 











THE NATIONAL UNDERWRITER 





January 25, 1935 








Elimination of Unfit is 
Stressed at Conference 





The key-note of the annual general 
agents’ conference of the Home Life of 
New York in New York this week was 
the elimination, of non-productive and 
unfit agents and, the recruiting of men 
of the right type. This was the sub- 
stance of the opening remarks by Presi- 
dent James A. Fulton and was carried 
throughout the sessions by all the 
speakers. 

Cecil C. Fulton, Jr., superintendent of 
agencies, reviewed the company’s 
agency situation, including a review of 
the substantial increase in new produc- 
tion in 1934, the sources of the increase, 
and the reasons why such an increase 
was possible despite the fact that one- 
third of the agencies actually showed a 
loss in premium income. Mr. Fulton 
outlined the agency expansion program 
for the year. He pointed out the oppor- 
tunity for the development of men of 
the right type, both within the agencies 
and in the home office agency depart- 
ment to fill responsible agency manager- 
ships, both now and in the future. 


Smaller, More Select Force 


In commenting on the company’s 
gain this year which has been effected 
with a 15 percent decrease in agents un- 
der contract, Mr. Fulton contrasted the 
mass recruiting, promotional type of 
agency with the Home Life plan of de- 
veloping a smaller, more carefully se- 
lected and well trained. group of men 
to whom the company can furnish the 
necessary training and facilities to en- 
able them to function at maximum ca- 
pacity. This is in accord with the cur- 
rent movement among underwriters’ as- 
sociations and all thinking life insur- 
ance men to improve the quality of the 
personnel throughout by the prompt 
elimination of ineffectives, and by more 
careful selection. A 

W. P. Worthington, assistant super- 
intendent of agencies, in introducing the 
opening discussion of the subject cited 
the activities of the National Associa- 
tion of Life Underwriters thus far on 
the matter of quality of personnel. “We 
agree heartily with Mr.Riehle and the 
underwriters’ associations,’ he said, 
“but we feel that it is a regrettable situ, 
ation when the field men must band to- 
gether and plead with companies and 
general agents to get rid of the ineffec- 
tive and exercise more care in the selec- 
tion of new men brought into our busi- 
ness. In our estimation this is one of 
the most serious problems of the busi- 
ness today and one which demands 
careful study and vigorous action on the 
part of every one of us. As you know, 
this has been a part of our general pro- 

gram _for the past two years and we pro- 
pose to make it an even more important 
part of the 1935 grogram of the com- 
pany. 

Making a Living Is Test 


“Let’s not overlook the man _ himself. 
Are we actually fair to a man to allow 


him to continue in this business earn- 


ing only $40 a month say, after he has 
been in the business for some time?” 
Haven’t we an obligation to that man to 
either get him into production to the ex- 
tent that he can make at least his ex- 
penses out of the business—or assist 
him in getting another job? If we have 
a man who has been in the business for 
more than a year and is still not making 
a living obviously there is something 
wrong.” 


Check Work of Production 


It was then suggested by Mr. Worth- 
ington that the general agent should un- 
dertake a definite program of discover- 
ing the contributing causes of lack of 
production. He said this came under 


three general headings: First, weak- 
nesses in the man’s general sales pro- 
gram; second, he is just not cut out for 
the life insurance business; third, busi- 
ness conditions in the territory. 

Mr. Worthington said: “The problem 
of diagnosing the situation requires in- 
dividual attention and cannot be accom- 
plished effectively through mass or class 
stimulation and supervision. Merely to’ 
hold meetings or conferences and tell 
men that they must have more inter- 
views in order to secure more business 
is not the answer to the problem.” 
Mr. Worthington further said that 
there is a very distinct cost to the gen- 
eral agent in retaining ineffective per- 
sonnel. He said it is difficult to esti- 
mate how much this costs, but there is 
a very definite dollars outlay and fur- 
thermore such men are very poor ad- 
vertising for the agency and the busi- 
ness. 





Analyzes Business 


W. B. Stark, general agent at Syra- 
cuse, told of his discoveries in connec- 
tion with the quality of personnel in 
his own agency, resulting from a very 
careful analysis of the 1934 business. 
“T found that only 16 percent of our 
representatives paid for over $1,500 of 
premiums each in 1934 and this 16 per- 
cent produced over 74 percent of our 
total premiums for the year,” he said. 
“A further analysis showed that the 84 
percent of our agency which produced 
only 26 percent of our business, con- 
sumed the major part of my time. I 
then realized that I had been spending 
too much time with many men in the 
organization who were not equipped to 
be successful underwriters and had, be- 
cause of this, allowed the vitally im- 
portant problem of adding new men to 
our agency to receive less time and con- 
sideration.” 

Mr. Stark then told about his work in 
preparation of the 1935 program. Im- 
mediately upon the completion of his 





“The proper gauge of progress in the 
agency is the number of men in that 
agency who are making an adequate in- 
come from the business—and not 
merely volume of business or premiums. 
If the amount of business produced by 
an agency comes from a group of men 
making a good living, you have a happy, 
contented, enthusiastic group with a de- 
gree of permanency surrounding the 
agency. Double the volume coming 
from a much larger group none of 
whom are making a living from the 
business is an agency built on a foun- 
dation of sand. 

“If every general agent has as _ his 
burning ambition the determination that 
every man in his organization must be 
making an adequate, reasonable income 
from this busines,—if that is the under- 
lying motive behind all of his agency 
plans, many of the problems of the gen- 
eral agent would be solved.” 

Mr. Worthington spoke of the obli- 
gation to the individual as an additional 
reason for eliminating the unfit, saying, 





analysis of 1934, he sent out 18 cancella- 
tion notices and undertook an intensive 
recruiting job to endeavor to replace 
with the type of man represented in the 
remaining nucleus. He has made a de- 
tailed field analysis and is endeavoring 
to recruit from specific lines of activi- 
ties to make as complete a coverage of 
the territory as possible. He summed 
up his picture of general agency activ- 
ity by saying, “An agency makes prog- 
ress just to the extent that the general 
agent is able to weed out the inefficient 
man and bring into the organization 
consistent producers of the right type.” 


Owes Men Three Things 


Ray Martin, general agent at St. 
Louis, said that the general agent owes 
his men three things, “supervision, elim- 
ination and inspiration.” The life in- 
surance man operates under a very great 
handicap in that he is “absolutely his 
own boss.” Few men are actually capa- 
ble of being absolutely their own hoss 
and thus the first duty of the general 
agent is to give to the agent that degree 


in his agency this past year of weed- 
ing out the men who were not mak- 


ing of a smaller but better personnel. 


of supervision which wil remove that 
part of the handicap. Mr. Martin sug- 
gested that the general agent frequently 
go over the prospect files with his man, 
not superficia’ 7, but, to look for their 
reservoir of new prospects. He should 
see that each man is maintaining ade- 
quate sales analysis records and these 
should be gone over to endeavor to fer- 
ret out the weaknesses and improve the 
plan of activity. He should make sure 
that each man is making at least half of 
his interviews on new cases. He should 
see that the agent is securing at least 
two new prospects each week. 

“These are all simple things, all old 
things, but the very foundation of suc- 
cess,” declared Mr. Martin. “Can we 
afford to keep men around who wil! not 
do these fundamental things? Should 
they be their own boss? Perhaps I have 
been unfortunate. but I just haven’t had 
anyone who is worth a hoot at bossing 
himself. They like to know’ definitely 
and specifically what they are expected 
to do and if they are reasonable, they 
like to be made to do those things.” 


Does Agent Favor 


Mr. Martin believes the general agent 
is doing a distinct favor to the ineffi- 
cient agent by dropping him from the 
organization. The man may be ineffi- 
cient because of the peculiar circum- 
stances of his immediate program or sur- 
roundings and a change might bring 
out the hidden qualities of success. 
Leo Minuskin, general agent at Pater- 
son, N. J., told of the effect on the en- 
tire agency program of the securing of 
the right type of man. He said that 
they have a tremendous effect on the 
rest of the agency force. The better 
men stimulate the other agents and the 
poorer men harm the agency morale. 
Furthermore, they are of material help 
in recruiting effort. They themselves 
are inclined to aid in seeking new per- 
sonnel of their own caliber, and they 
can always be held up as an example to 
prospective agents. 


Study Each Man 


V. W. Holleman, general agent at 
Washington, D. C., emphasized the ne- 
cessity for making a careful analysis of 
each man to tell the cause of his non- 
production and whether or not he should 
be eliminated. He said this analysis 
should be made both in the office and 
in the field, to get down to the real 
cause. Such an analysis either recalls 
the general agent or makes him realize 
that the man should be eliminated. Mr. 
Holleman said that it also has a stimu- 
lating effect upon the salesman and 
places him in a position whereby the 
general agent can better supervise him. 
Alan B, Doran, assistant superintend- 
ent of agencies, discussed the money 
value to the general agent of the right 
type of recruiting, saying, “One of the 
most important aspects in the profit- 
able management of your agency is the 
recruiting of high type men. When you 
think ot all the hours you spend in 
building up centers of influence and 
talking to prospective salesmen, and the 
additional hours spent in training, not 
to consider the actual money you may 
sometimes invest in them, it certainly 
pays to be particular in the men you 
bring into your agency. This is of prime 
importance and overshadows almost ev- 
ery other phase of your work. 


Create Many Problems 


“Tf you spend too little time or use 
snap judgment in the hiring of new 
men, you will create many problems in 
practically every other phase. Poor men 
bring constant problems; they have fi- 
nancial worries; they sell poor business 
to poor contacts; they probably have 
note troubles; they affect mortality and 
the lapse rate of your agency; in gen- 
eral, they lower the morale of vour en- 
tire agency and lower the effectiveness 
of all your men.” 

Hatrv Jacoby, a general agent in New 
¥ork City and the company’s leading 
general agent in the country, outlined 
the programm that has been under wav 


ing a Satisfactory living and the build- 








To Serve on Commission 
for Revision of Charter 








THOMAS I, 


PARKINSON 


President T. I. Parkinson of the 
Equitable Life of New York has been 
appointed a member of the New York 
City charter revision committee by 
Mayor LaGuardia. This consists of nine 
eminent citizens of the metropolis 
saa to draft a new charter for the 
city. 








Mr. Jacoby said that this matter of ef- 
ficient, money-making personnel is the 
nub of the entire agency problem, as 
training and all the other details are 
incidental to it. Li the general agent 
has the right type of men, the other 
work is simple and automatic. 

It was emphasized by Mr. Jacoby that 
one essential in the maintenance of the 
right type of personnel is an adequate 
check on all activities. This is not in 
the nature of detective work, but is a 
careful plan of cooperation and gui- 
dance, by which every detail of the man’s 
work can be learned. It enables the 
general agent to know at all times 
whether the man is giving a real job of 
activity. Then, if he is a non-producer 
and he does not show activity, there is 
little use in keeping him in the office. 
Mr. Jacoby requires an adequate pro- 
duction showing within 60 days to re- 
tain a desk, non-production for 60 davs 
bringing the agent up for definite con- 
sideration of his future value and possi- 
bilities. 

The growth of the Home Life of New 
York in its 75 years of existence was 
traced by Ethelbert Ide Low, chairman 
of the board, at the annual general 
agents conference in New York. In the 
last quarter century assets increased 
from $23,626,019 to $81,542,681, while 
insurance in force went from $92,532,- 
583 to $351,660,186. Mr. Low reviewed 
the company’s splendid record in 1934. 


Hears Superintendent Applicants 


MONTGOMERY, ALA., Jan. 24.— 
Governor Graves for three hours heard 
the claims of seven applicants for Ala- 
bama superintendent of insurance at a 
public hearing. He expects to make the 
appointment this week after a careful 
study of the mass of files and endorse- 
ments presented by the various candi- 
dates. ; 

The largest delegations appeared in 
behalf of C. C. Greer, el, wa and 
Frank N. Julian, president Bankers Fire 
& Marine of Birmingham and former 
insurance superintendent. The fight ap- 
pears to be narrowed down to a con- 
test between the life insurance agents 
backing Mr. Greer and the fire and cas- 
ualty agents supporting Mr. Julian. 
The Bankers Life of Iowa in December 


paid $1,666,534 to policyholders and bene- 
ficiaries, including $714,500 in death 


claims and $952,034 to i 
dividends, policyholders in 


annuities, 








disability and in- 


come payments and surrender values. 
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Gains Shown by Travelers 
Companies on Many Scores 





The Travelers in its annual statement 
shows assets of $723,999,274, increase 
$43,062,820; reserves and all other lia- 
bilities $686,994,313, increase $42,346,845; 
capital and surplus $37,004,960, increase 
$715,975. 

The Travelers Indemnity shows as- 
sets $22,295,760, increase $1,613,876; re- 
serves and all other liabilities $13,728,- 
651, increase $848,465; capital and sur- 
plus $8,567,108, increase $765,334. 

The Travelers Fire shows assets $18,- 
473,116, increase $1,559,406; reserves 
and all other liabilities $13,914,273, in- 
crease $942,467; and capital and surplus 
$4,558,842, increase $616,939. 

Outstanding life insurance in force 
amounts to $4,195,582,368, making a 
gain of $46,664,070. 

The companies made a total of 790,- 
526 payments, amounting to $100,863,- 
476 for benefits under policies. This was 
an average of 2,635 for $336,200 for 
each business day. The total payments 
to policyholders and beneficiaries for the 
70 years in which the Travelers has 
been operating is $1,382,441,049. 

All three companies show increases 
in premium and investment income. 

Compensation premiums _ increased 
from $10,821,296 in 1933 to $13,306,657 
in 1934. Steam boiler passed the mil- 
lion mark for the first time. 

Cash premium income of the three 
companies was $173,862,357, increase 
$14,446,573. The grand total of cash in- 
come from premiums, interest, dividends 
and other sources, was $210,637,189. 

Holdings of U. S. government securi- 
ties increased $83,000,000 in par value, 
now amounting to more than $195,000,- 
600 or over’ 26 percent of assets of all 
three companies. 


Would Increase Amount the 
RFC Might Lend Insurers 


WASHINGTON, Jan. 24—An_ in- 
crease from $50,000,000 to $75,000,000 in 
the maximum amount which the Recon- 
struction Finance Corporation may ap- 
ply to insurance companies is sought in 
legislation introduced in Congress. 

The purpose of the legislation is to 
extend the lending powers of the cor- 
poration for a period of two years from 
Feb. 1, when, under existing law, it 
would expire. In addition, the bill 
would extend from Feb. 1, 1940, to Jan. 
31, 1945, the maximum maturity date on 
any loan. 

It is represented that the RFC as of 
Jan. 15, had invested a total of $33,875,- 
000 in insurance companies, $100,000 of 
which was in purchases of preferred 
stock and the remainder in loans on 
preferred stock and capital notes. 

Applications now pending and others 
expected to be submitted in the near fu- 
ture will require more than the limited 
amount remaining under the present 
limitation, it was said, necessitating the 
> aes of $25,000,000 which is asked 
or. 








S. R. Feller, First Deputy in 
New York, to Retire Feb. 1 


NEW YORK, Jan. 24.—S. R. Feller 
who has been connected with the New 
York department since 1931 and its first 
deputy for the past three years, will re- 
tire Feb. 1 to engage in private law 
Practice. His work with the depart- 
ment has been notable. 








He bore an' 


active part in formulating the reorgan- ' 
ization plans for the National Surety - 
and the Globe & Rutgers and in the ' 


rehabilitation of the mortgage guaranty 
companies. His knowledge of general 
and of insurance law and of general 
underwriting practice was of much 
value in dealing with the many prob- 
lems confronting the department during 
the depression. Mr. Fellers will be 


guest of the bureau heads at a dinner 
here this week. f 

He graduated from Columbia univer- 
sity in 1925 and from Columbia law 
school in 1927. He was connected with 
private law firms until 1931 when he be- 
came third deputy superintendent of the 
New York department. A year later he 
was appointed first deputy. 


Western & Southern Muster 


Annual Agency Convention Centered on 
“Volume,” “Quality,” and “Cost” 
as Special Themes 








The annual convention of the West- 
ern & Southern Life was held Jan. 17- 
19 in Cincinnati, Over 300 field leaders 
were present. The subject for the first 
day was “Volume,” for the second day 
“Quality” and for the third day “Cost.” 

President C. F. Williams distributed 
$60,000 in earned bonuses, some men re- 
ceiving over $2,000. A new rate book 
and new policy features were introduced 
and explained to the convention. The 
principal speaker was President Wil- 
liams, assisted by Vice-president C. M. 
Williams. Others on the program 
were: Vice-presidents C. P. Johnson, 
J. F. Ruehlmann; Associate Actuary R. 
J. Learson; Superintendents of Agencies 





S. H. Smith, J. D. Cassidy, C. J. Hal- 
loway and O. A. Payton; and Assistant 
Secretary Lauren Schram. 

The speakers for the field were the 
leading producers for last year: Man- 
agers A. P. Kelly, Chillicothe; Robert 
Adams and E. A. King, Detroit; J. N. 
Cook, Cincinnati; Superintendents J. A. 
Bowman, Cleveland; E. Price, Detroit; 
L. Hickey, Wheeling; Agents A. Hack- 
enberg, Detroit: C. W. Bauer, Gary; E. 
Scott, Wheeling. Three marshals of the 
veterans’ legion also spoke: W. G. 
Green and W. J. Fisher, Norwood; and 
E. W. Maurer, Detroit. 


John Hancock Promotions 


The John Hancock Mutual Life has 
elected Leslie Sanderson and D. J. Kid- 
der, assistant secretaries and C. F. 
Mitchell, J. C. Reed and W. P. Hiltra- 
brand assistant treasurers. On Feb. 3, 
1899, Mr. Sanderson became a home of- 
ffice clerk. Eleven years later he became 
an assistant in the northern division and 
in 1922 was made division manager of 
the New England division. A year 
later, he became manager of the home 
office collection division and engaged in 
special duties in the secretary’s office. 

Mr. Kidder also began his career as a 
clerk on May 25, 1898. In 1908, he 
entered the policy loan and change di- 
vision. He received his appointment as 











manager of the eastern division in 
April, 1920, transferred to the manage- 
ment of the Massachusetts division 
(now the North Atlantic) in May, 1926, 
and was made supervisor of ordinary 
policy divisions last December. 


Manufacturers Life Promotion 


L. A. Mackenzie, formerly manager of 
agencies of the Manufacturers Life, has 
been made assistant general manager 
and manager of agencies; E. S. Macfar- 
lane, formerly secretary, becomes as- 
sistant general manager and executive 
secretary; R. E. Dowsett, formerly as- 
sistant secretary, succeeds him as secre- 
tary; G. L. Holmes, formerly assistant 
actuary, becomes actuary, which po- 
sition was held by J. H. Lithgow in 
addition to that of general manager. D. 
R. MacKenzie, superintendent claims 
department, becomes assistant secre- 
tary, and J. R. Beveridge, is appointed 
assistant actuary. 


App to Get “Apps” 

P. M. App is the name of a new 
Union Central agent at Fort Wayne, 
Ind. Mr. App not only intends to get 
the ‘apps,’ but expects to get them in 
the morning as well as in the after- 
noon. 
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IF NOT— 


Do you know definitely—and exactly—how much work you should 
. do—daily and weekly—to be sure of the income that you must get 


YOU OUGHT TO KNOW— 
AND YOU CAN KNOW TOO! 


Minnesota Mutual has prepared a special individual Formula Form 
through which you can determine the question for yourself. 


A word will bring it to you 


Write 


Harold J. Cummings, Vice-President 


THE MINNESOTA MUTUAL LIFE INSURANCE CO. 


Saint Paul 


MAKING 
A GOOD 
LIVING | 
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Possibility of Col. Dunham’s 
Reappointment Is Now Seen 





HARTFORD, Jan. 24.—With the un- 
precedented situation of three Socialists 
in the Connecticut state senate, making 
the enrollment of that body 17 Demo- 
crats, 15 Republicans and three Social- 
ists and thereby throwing to the latter 
the balance of power in confirmation of 
gubernatorial appointments, there looms 
the strong possibility that Col. Howard 
P. Dunham, Connecticut insurance com- 
missioner, may.be reappointed in the 
current session of the general assembly. 

At the opening of the legislature it 
was thought that the Socialists, from 
Bridgeport, would swing their support 
in organization of the senate to the 
Democrats. <A split in the Democratic 
party, however, made it impossible for 
Governor Cross to promise anything to 
the Socialists in the way of legislation 
as this split prevented him from deliv- 
ering a united senate to the Socialist 
delegation. The latter group then broke 
a deadlock in organization attempts of 
the senate by throwing their votes to a 
Republican clerk and Republican presi- 
dent pro tem. ‘ 

If the Socialists continue to vote with 
the Republicans and refuse to confirm 
any nominee of Governor Cross for in- 
surance commissioner other than Col. 


Dunham, so that the office has not been 
filled by May 1 of this year, the statutes 
provide the position must be filled by 
a joint meeting of the house and senate. 

The lower house is overwhelmingly 
Republican and it is a foregone conclu- 
sion that if the nomination ever reaches 
a joint meeting of both houses Col. Dun- 
ham will go back into office under a 
resolution of that dual body. 

Senator John C. Blackall, chairman of 
the insurance committee of the senate 
and house, and a strong supporter and 
friend of Governor Cross, seems to be 
a likely candidate for the office. He is 
receiving added support each day. But 
if the Republicans and Socialists stand 
out against the gubernatorial nomination 
Col. Dunham has an excellent chance 
of being reappointed. 


Dr. Yost to Retire 


Dr. Obed Yost, who for 25 years was 
medical director of the Edward A. 
Woods Company, Pittsburgh general 
agents for the Equitable Life of New 
York, will retire next November. Dr. 
Yost has already relinquished most of 
his active duties, and is at present va- 
cationing in the south. He will be suc- 
ceeded by Dr. John R. Conover, former 
Allegheny county medical director and 
former assistant director of the Penn- 





sylvania health department. 





UP! @ LIFE INSURANCE 


During 1934 80% of all the Columbian 
National agencies increased their paid 
production 


UP! 


ACCIDENT INSURANCE 


New policies plus aggressive agency devel- 

opment doubled our Accident business dur- 

ing the last four months of 1934 as compared 
with the same period of 1933 





UP! AGENTS’ INCOME 


More sales were made in 1934— 
Average premium per $1000 increased— 
Life Insurance volume increased 267%— 
Annuities increased 158%—and 


Columbian National Fieldmen Made More Money! 


THE COLUMBIAN 
INSURANCE 


Home Office---Boston, Massachusetts 


A NEW ENGLAND INSTITUTION 


NATIONAL ‘LIFE 
COMPANY 





List Points to Consider 
in Naming Commissioner 











BALTIMORE, Jan. 24—A_ joint 
insurance committee headed by W. K. 
Magruder has presented Governor H. 
W. Nice with a petition containing 14 
points to consider in the appointment 
of a new Maryland insurance commis- 
sioner and in making changes in the op- 
eration of the department: 

“1. A qualified full-time commis- 
sioner with no entangling alliances. 

“2. Impartial to every branch of the 
insurance business. 

“3. Legal training and an insurance 
background would be an _ additional 
asset. 

“4, Should ask for and receive fullest 
cooperation from state field organiza- 
tions, state agencies and state com- 
panies. 

“5. It would seem desirable for the 
commissioner to have an advisory com- 
mittee—said committee io reflect the 
change in the personnel of the various 
insurance organizations, and not to 
serve for too long a period in order to 
reflect the widest possible interest of all 
branches of the business and the men 
engaged in the business. 


Want Sectional Representation 


“6. Consider the advisability of a dep- 
uty commissioner representing the 
eastern shore and a deputy commis- 
sioner representing western Maryland. 

“7, To promote the idea that the 
proper commissioner will have the op- 
portunity of remaining commissioner 
beyond the end of the normal four- 
year period. 

“8. To investigate personally all out- 
of-state as well as in-state applicants 
for brokerage or solicitor’s license. 

“9. To require that brokers, solicitors 
and general agents and managers be 
made to take an examination in the of- 
fice of the commissioner. 

“10. That license fees should be 
raised in order to help eliminate the 
part-time evil. 

“11. Legislation enacted preventing 
any salaried employe of home office or 
agency in the city or state as well as 
any employe of the state or any city or 
town of the state to be paid a com- 
mission on any business written. 

“12. To cooperate locally with the 
credit bureau regarding bad pay ac- 
counts, bad risks, etc. 

“13. To be given police powers to 
summon witnesses in cases of reported 
violations of the rebating or twisting 
laws, which merely means the right to 
subpoena. 

“14. To be available and hear all in- 
surance complaints, including those of 
the general public.” 

Mr. Magruder, as spokesman for the 
committee, made it plain to the gover- 
nor that the insurance fraternity was 
“interested not in the man who was to 
be our next commissioner but was in- 
tensely interested in cooperating with 
the governor to the end that the com- 
missioner would be a representative and 
successful business man, if possible with 
a background of insurance experience, 
who will give his full and undivided 
attention to the position.” 


C. R. Garrett Is Honored 


The members of the C. R. Garrett 
general agency of the Northwestern Mu- 
tual Life at Sioux City tendered him a 
dinner at Fort Dodge the evening before 
the state meeting of the Iowa Agents 
Association. Five years ago before 
going to Sioux City, Mr. Garrett was 
district agent in Fort Dodge and be- 
cause of the appreciation of his agency 
work the group gathered at a surprise 
party for him. 

W. M. McKercher of Sioux City, for- 
merly general agent, and senior member 
in the organization, on behalf of the 
group presented Mr. Garrett with a dia- 
mond Consistory ring. M. J. Cleary, 
president of the company, was a guest 


Broadened Forms and Mive > 
Tax Money Sought in Bill; 





EXTEND KANSAS MORATORIUM 





Legislators Active in Several States— 
Insurance Interests View Situation 
—Maryland Committee Named 





_ ALBANY, Jan. 24.—A bill has been 
introduced in the New York assembly 
which would change the standard pro- 
vision of life policies extending the grace 
period for payment of premiums from 
30 to 60 days and making the policy in- 
contestable after one year instead of 
two years from date of issue. Cash 
values after two premiums instead of 
three have been paid are provided and 
the reinstatement period after a lapse 
is extended from three to five years. 


EXTEND KANSAS MORATORIUM 


TOPEKA, KAN., Jan. 24—Only one 
bill has been actually enacted into law 
by the Kansas legislature, so far as in- 
surance men are concerned. This is 
the measure to automatically extend all 
operations of the mortgage moratorium 
until March 1. Under the law passed 
by the special session of 1933 the courts 
had some leeway in determining when 
deeds to foreclosed property should be 
issued and some had fixed the date as 
Jan. 15 and Feb. 1. The new law simply 
makes automatic the application of the 
mortgage moratorium until March 1 
when the entire moratorium expires. 
One of the bills introduced in the legis- 
lature permits life companies to invest 
in Federal Housing Administration 
bonds and another establishes life in- 
surance as part of estates subject to in- 
heritance tax. 


COOPERATE WITH GOVERNOR 


BALTIMORE, Jan. 24.—A commit- 
tee of 21 insurance men has been es- 
tablished at the invitation of Governor 
Nice to cooperate with the governor by 
considering recommendation for changes 
in insurance laws and administration. 
The committee has been divided into 
three sections, life, casualty and fire. 
Each group will study insurance prob- 
lems in its own field. W. K. Magru- 
der is general chairman. pe 


— 
MANAGERS VIEW LEGISLATION 


LINCOLN, NEB., Jan. 24.— Forty 
members of the Nebraska Life Agency 
Managers Association met here to plan 
for putting organized effort behind the 
legislative program recently adopted. 
Talks were made by C. W. Moose, in- 
surance director, C. A. Eyre, Omaha, 
and C. Petrus Peterson, Lincoln. None 
of the bills have yet been introduced, 
but the list includes an agents’ qualifica- 
tion law, a law raising requirements of 
new domestic companies to discourage 
promotion, and prohibiting advertising 
by unlicensed companies. ‘ 
The house has adopted a resolution 
authorizing the appointment of a com- 
mittee to “inspect” the state insurance 
department to determine whether an 1n- 
vestigation is needed. 


DISCUSS CALIFORNIA CODE 


SAN FRANCISCO, Jan. 24.— 
Changes in the California insurance “ 
were discussed at a joint conference ° 
the San Francisco Life Underwriters 
Association research committee and Net 
Cunningham, deputy attorney-general. 
Strengthening of qualification laws, and 
measures to curb the “fly by night 
companies were of primary concern. 


SEEK TAX INCREASE 


OKLAHOMA CITY, Jan. 24.—An 
increase in the premium tax of — 
reserve companies from 2 to 3 percen 


is proposed in a bill before the legisla- 











of the group. 


ture and approved by the governor. An- 
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other bill proposes to transfer the col- 
lection of insurance taxes from the insur- 
ance commissioner to the tax commis- 
sion. 


COMMITTEE IN MISSOURI 


The following committee, appointed 
by Willard Ewing, president of the As- 
sociation of Life Underwriters of Kan- 
sas City, is working with V. Webner 
Wiedemann, Sun Life, president Mis- 
souri Association of Life Underwriters, 
in an analysis of the new insurance code 
proposed by the Missouri department: 
Herley S. Daily, Connecticut Mutual; 
Reed Hake, Bankers Life of Iowa, and 
Charles L. Scott, Massachusetts Mu- 
tual. The committee has met with the 
state insurance department representa- 
tives, and will hold other such meet- 
ings and conferences. 


Travelers Men Advanced 


L. L. Lyman is appointed assistant 
secretary of the life department of the 
Travelers, and D. C. Bronson and M. 
J. Wood assistant actuaries of the life 
actuarial department. Mr. Lyman is a 
native of Hartford. He joined the com- 
pany in 1914 and has been continuously 
in the life department since then, He 
was made an underwriter in the life de- 
partment in February, 1920, and has 
had charge of underwriting in various 
territories, including the eastern, west- 
ern, southern and Greater New York 
areas. Since 1926 he has had charge 
of the New York division. Mr. Bron- 
son was born in Lowville, N. Y., was 
graduated in 1924 from the University 
of Michigan, where he majored in 
mathematics and actuarial science. He 
entered the employ of the actuarial de- 
partment of the company in August of 
that year. Mr. Wood was born in Fair 
Haven, Vt., was graduated from Wil- 
liams in 1926. In July of that year he 
entered the actuarial department of the 
Travelers, 


New Era Life Rally 

The New Era Life of Grand Rapids, 
Mich., is holding its annual agency con- 
vention at the home office Friday and 
Saturday of this week. The district 
managers met on Jan. 24 with C. T. 
Johnson, chairman, President G. L. 
Taylor will give a welcome at the gen- 
eral meeting. There will be talks by 
General Secretary Gaylord Nelson, Gen- 
eral Manager A. E. Hanson and Med- 
ical Director E. W. Bales. Mr. Nelson 
will be toastmaster at the banquet. The 
new insurance commissioner, J. C. 
Ketcham, will speak. A. H. Kollenberg 
of the Mutual Benefit Life will talk on 
“Successful Planning.’ The company 
closed the year with 49 percent more 
business than the year before. At the 
banquet three agents who produced 70 
or more applications in one month were 
honored, they being John Merrifield, 
Jr., of Sault Ste. Marie, who is being 
transferred as district manager at De- 
troit; C. T. ohnson of Cadillas, and 
Reino Salmi, of Marquette. 


Opens Hollywood Branch 
The W. M. Hammond Los Angeles 
agency of the Aetna Life is opening a 
ranch in the Security-First National 
Bank building, Hollywood, in charge of 
R. L. Walker as assistant general agent. 
Mr. Walker is being transferred from 
the Long Beach branch which he opened 
as assistant general agent in 1930 and 
built a million dollar organization there 
the first year and which has continued 
Its growth and development. He has 
been with the Hammond agency since 
1929, Mr. Walker will be succeeded at 
Long Beach by F, P. Law as assistant 
general agent in charge of this branch. 
Mr. Law has been with the Hammond 

agency at Los Angeles since 1928. 





H. &, Wuertenbaecher, Jr., a special 
agent for the Phillip O. Works general 
agency of the Penn Mutual Life in St. 
/ouis, has won membership in the mil- 
lion dollar round table for 1934 with a 
Personal production of about $1,250,000. 
He wrote approximately 85 applications. 





Bureau Managers Schools in 
Agency Management to Open 





Five schools in agency management 
for life managers and general agents 
will be conducted this year by the 
Life Insurance Sales Research Bureau, 
Manager J. M. Holcombe, Jr., an- 
nounces. Each school will run two 
weeks, covering, in lectures and individ- 
ual conferences, principal problems which 
agency builders face. As in the past, 
they will be under direction of H. G. 
Kenagy, assistant manager. 

The dates and locations of schools are: 
Feb. 11-22, Birmingham, Ala.; April 
1-12, Mineral Wells, Tex.; May 20-31, 
Excelsior Springs, Mo.; June 17-28, 
eastern school (location to be announced 
later); July 15-26, Chicago or vicinity. 

Four schools were held in 1934, at- 
tendance being 148 persons represent- 
ing 52 companies. Of these 39 were 
home office agency men. Nearly 600 
have attended the two-week schools 
since their inauguration by the bureau 
in 1929. 

Manager Holcombe said the objectives 
are to enable the general agent, manager 
or assistant to get an organized picture 
of his job, and to help them answer 
questions as to what is a good recruit- 
ing plan, how to increase profits, how 
a supervisor should be paid, what to do 
to improve persistency of business. 

Enrollment at the schools this year 
will be limited to 35 men each. 


Canadian Government Plans 
to Extend Annuity System 





OTTAWA, ONT., Jan. 24—A plan 
of subsidizing federal government an- 
nuities, with the aim of replacing the 
existing old age pension system, has 
been outlined by fine Minister Ben- 
nett. 

If Mr. Bennett’s proposal is approved 
the present old age pension scheme will 
be scrapped, and in its place will be set 
up a system of annuities on such terms 
that even the humblest wage-earner will 
be able to participate. To the contribu- 
tion of the purchaser, the federal gov- 
ernment will add its subsidy—graded so 
that it will be relatively much greater 
in the case of the small size annuities, 
while in the case of purchasers of large 
incomes it will be on a more strictly 
actuarial basis. It is believed that the 
maximum income from a government 
annuity will not be changed from the 
present figure of $1,200 per annum. 

The annuities branch of the govern- 
ment has been the target for much crit- 
icism from life companies because of 
the fact that administration costs are 
met from government revenues. The 
annuities, on a 4 percent basis, offer a 
substantially larger return than do gov- 
ernment bonds, yielding at present 
prices approximately 3 percent. 

Insurance companies state that they 
prefer to withhold comment until fur- 
ther details of the proposal are forth- 
coming. 


New Minnesota Reference Book 


The new Underwriters Handbook of 
Minnesota coming from THE NATIONAL 
UNDERWRITER press shows 45,441 agents 
licensed. This is about the same num- 
ber as was found in the previous edition. 
The directory gives a list of all the 
companies licensed and full information 
concerning them. Field men of fire and 
casualty companies are listed as well as 
general agents of life companies. There 
is much state insurance information of 
various kinds given in the book. Each 
town has a separate listing, together 
with the names of agents and the com- 
panies they represent. 





W. F. Smith Opens Life Department 

The Walter F. Smith & Co. agency 
of Trenton, N. J., has opened a life, ac- 
cident and group department under W. 
E. Shumake, who was formerly con- 
nected with the Travelers in its New- 
ark branch. 




















MASSACHUSETTS MUTUAL 
LIFE INSURANCE 


COMPANY 


Springfield, Massachusetts | 


Organized 1851 


Comparative Summary of Annual Statement Figures 


ASSETS 
December 31, December 31, 
1933 1934 
Te ee ae $445,678,555 $473,911,284 
Interest Due and Accrued..... 11,062,261 12,499,294 
Premiums Due and Accrued... 12,274,396 11,978,782 
$469,015,212 $498,389,360 
LIABILITIES 
Policy Reserves ........... . .$364,287,397 $385,437,421 
Policyholders’ Funds ........ 74,562,638 82,202,769 
Policy Claims in process of set- 
tlement ..... x atin baewethis 1,617,376 1,775,419 
Dividends to Policyholders.... 6,693,084 4,885,663 
PNR, i pace ee iss aks 1,404,090 1,445,849 - 
Miscellaneous Liabilities ...... 320,941 382,828 
$448,885,526 $476,129,949 
special Reserve... .6isceds ccs 4,459,678 4,581,603 


SURPLUS, Massachusetts 
Standard 


FUNDS 


eceeteeeate 6 ee eo 











$453,345,204 


..$ 15,670,008 


. .$ 20,129,686 


$480,711,552 
$ 17,677,808 
$ 22,259,411 


On December 31, 1934, the Company 


had in its Offices and in Banks 
Cash Balances of more than 


TWENTY MILLION DOLLARS 


And Held Nearly 
SEVENTEEN MILLION DOLLARS 


in Government Bonds 


During the year 1934 the Company 
Paid to Policyholders and Beneficiaries 
the sum of 
SIXTY-THREE MILLION DOLLARS 


During the year 1934 
the Cash Receipts of the Company 
were over 
FORTY MILLION DOLLARS 
in Excess of Disbursements 
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Companies, Agencies Report 
Production Gains for 1934 





Columbian National—An analysis of 
all agencies showed that 80 percent, as 
compared with the previous year, 
showed substantial increases in their 
paid business in 1934. These advances 
were reflected in the increase as a whole, 
which amounted to 26 percent (ex- 
clusive of annuities). The average 
premium per $1,000 was up consider- 
ably during 1934. Annuities of all kinds 
advanced 158 per cent. In the last four 
months the accident department intro- 
duced three. new policies. These plus 
aggressive agency development work 
during these last four months more 
than doubled the accident business. 

In the past year the company re- 
duced its number of representatives but 
the total premium income considerably 
advanced. Consequently field men made 
more money during 1934. The mor- 
tality rate during 1934 dropped more 
than 10 percent below the 1933 rate. In 
the last year the company’s government 
bond holdings more than doubled. Cash 
on hand and in banks also increased 
more than 100 percent. 

Church Life—New insurance and an- 
nuity contracts issued by the Church 
Life highest in 12 years of existence. 
Ordinary life showed consistent gains in 
every quarter, issued business increasing 44 
percent for the year. First year premiums 
more than double 1933. Annuity in- 
crease 185 percent. First year annuity 
premiums five times 1933. 

Security Mutual, Neb., 1934—New 
written business $6,476,000, increase of 
47 percent. Lapsations 32.7 percent less 
and reinstatements 17 percent more. 
Total income for 1934 was $1,005,000, 
assets $5,517,000, and insurance in force 
$30,073,000. 

Great-West Life—Reports increase in 
insurance in force for the first time 
since 1931. The United States provided 
leading producers in 1934. S. J. Cohn, 
Detroit, led individual producers with 
$450,000. Michigan, under Manager T. 
S. Coleman, led the field in production 
and in increase in business in force. 

North American Life & Casualty— 
Shows 145 percent increase in paid-for 
life insurance. Insurance in force in- 
creased 34 percent and health and acci- 
dent up more than 10 percent. 

Business Men’s Assurance—C losed 
year with over $100,000,000 life insur- 
ance in force. R. E. Sanders of San 
Diego, Cal., again qualified as president 
of the Grant club by reason of his 1934 
production. This is the fourth consecu- 
tive year he has won the presidency. R. 
J. Costigan, manager of the Missouri 
branch, became vice-president by rea- 
son of production. He produced this 


from $100,000 to $750,000 business. De- 
cember was also the best month in ten 
years with written volume, aside from 
additionals, over $5,750,000. 

Argyle Brown, South Bend, Ind., Mu- 
tual Life of New York—35 percent in- 
crease in 1934. Paid business 25 percent 
gain in number of applications. Increase 
particularly marked during the latter 
months of year. 

Nebraska agency, Equitable Life of 
New York—December best month in his- 
tory; 1934 increase 50 percent. 

R. P. Banks, Cleveland, Penn Mutual 
Life—Last month best December since 
1930, with $500,000 business. Year’s total 
increased $1,000,000. 

C. A. Vaden, West Virginia, Prudential 
(ordinary)—Gain of 400 percent in 1934 
paid business. Decrease of 4.35 percent 
in lapsed policies. 

Rudolph Wiedemann, Hollywood, Cal., 
Equitable Life of New York—Substantial 
increase in December, bringing his year’s 
production to $3,535,000 volume and 
$154,000 premium credit. December sales 
over $250,000 with $30,000 in premiums. 

Iowa, Northwestern Mutual Life—Busi- 
ness in 1934 increased 37 percent over 
1933; December showing a 41 percent gain. 
The Garrett general agency led the state 
during December with the largest pro- 
duction ever reported in a single month 
in an Iowa general agency. Leading 
agents were F. B. McTigue in the num- 
ber of persons written, and S. M. Burpee, 
Sioux City, in volume. 


Charles J. Zimmerman, Newark. Con- 
necticut Mutual Life—December biggest 
month in years with total of $1,360,000 
of business submitted. Paid business for 
1934 increased 34 per cent with a 
$4,000,000 plus total. 

J. W. Tyson, Richmond, Va., Massa- 
chusetts Mutual Life—20 percent in- 
crease in 1934. 

B. A. Wiedermann, Southwest Texas, 
Union Central “Life—Paid for $900,000 
business in December, increase in paid 
business in 1934 of $1,200,000 or 33 per- 
cent. 

W. L. Nash, San Antonio, Tex., North- 
western National Life—Increase of 60 
percent in paid business in 1934. 


Morris Kaliff, San Antonio, Tex., Con- 
tinental Assurance—Increase of 50 per- 
cent in paid business for 1934. 

Claude Fisher, Des Moines, Connecticut 
Mutual Life.—Business in 1934 increased 
15 percent. January business running 
nearly double that of year ago. 

W. L. Mosgrove, Lincoln, Neb., Bankers 
Life of Nebraska.—Won the year’s com- 
pany honors for high production away 
from H. O. Johnson, general agent at 
Holdrege, Neb., who held that position 
for three consecutive years. 

B. H. Stowell, New Brunswick, N. J., 
Provident Mutual Life.—Paid-for busi- 
ness in 1934 showed 37 percent increase 
over 1933. 

H. S. Standish, Los Angeles, Sun Life 
of Canada—Led company’s United States 
department in sales in 1934. 

W. G. Gastil, Los Angeles, Connecticut 





volume in personal work and also super- 
vised the entire Missouri sales organi- 
zation. The gain in insurance in force 
is $5,648,317. The new business exclu- 
sive of group is $25,240,475, increase 
$2,170,645. The paid for business in- 
cluding group was $26,589,711, increase 
$98,133. 

Central Life of Iowa—Gain of 37 per- 
cent in production for 1934 with a total 
of $20,458,488. 

National Life of Iowa—Doubled pro- 
duction in 1934 with $4,830,100 com- 
pared with $2,333,800 in 1933. 


Minnesota Mutual Life—Gain of 18.8 
percent in 1934 new business. 

Judd C. Benson, Kansas City, Mo., 
Union Central Life—Paid for $4,850,000 
on 930 cases in 1934, a 64 percent in- 
crease. Leading producer was Mrs. Nina 
Schmucher, Wichita, with $501,500. In 
December 138 applications for $1,314,000 


of business were secured and $486,770 
was paid for. 
Kellogg Van Winkle, Los Angeles, 


Equitable Life of New York—Paid new 
business in 1934 increased over $2,000.000 
more than the records for any previous 
best year in the past decade. Total pre- 
mium income on new business gained 
over $200,000. Sixty-three agents wrote 





General Life—During the first week of 
January written business was substan- 
tially in excess of the entire month of 
January, 1934. Paid life production in 
1934 gained 39 percent. 

Willard Ewing, Kansas City, Mo., 
Provident Mutual Life—Paid life busi- 
ness increased 16 percent. 

Arthur J. Hill, California, State Life of 
Indiana—December third month in a row 
in which agency led company in produc- 
tion, with an increase of 25 percent in 


passed the nine year mark in app-a-week 
production. 

8S, 8. Northington, Los Angeles, Con- 
necticut Mutual Life—Special effort in 
December resulted in the largest month 
in agency’s history with a volume over 
$600,000. 

H. M. Leisure, Los Angeles, Occidental 
Life—Gain of 31 percent in 1934 new 
business. 

T. A. Johnstone, J. E. Miller, Kansas 
City, Mo., Columbian National Life, Mass. 
—Increase of 79.5 percent in paid busi- 
ness. 


A. M. Embry, Kansas City, Mo., Equi- 
table of New York—Paid for $16,500,000 
of insurance in 1934, a 35 percent gain. 
Second best year in history. December 
paid total $2,223,700, a 250 percent gain, 
on 702 applications. 

Hays, Hudson & Bradstreet, Los An- 
geles, New England Mutual Life—Fin- 
ished 1934 with 135 percent of quota, life 
volume increased 57 percent over 1933, 
annuity sales more than doubled. 


F. N. Winkler, Cleveland, Mutual Bene- 
fit Life—December written business $1,- 
128,194 on 139 cases, with 23 agents. 
Jerome Halle wrote 17 cases in December 
for $200,950. Max Matusoff wrote 53 
cases in 1934 for $1,239,350. 

E. T. Proctor, Tennessee, Northwestern 
Mutual Life—1934 production $2,877,120, 
20 percent more than quota, 54 percent 
over 1933 volume. Agency force increased 
23 to 33 in 1934. L. J. Loventhal wrote 
$498,733 business in 1934. 

J. P. & E. M. Somerville, Kansas City, 
Mo., Penn Mutual Life—Closed 1934, its 
30th year, with a 15 percent increase in 
paid. business, the largest volume in its 
history. The agency showed a 60 per- 
cent increase in 1933 over 1932. Average 
production per man in the agency was 
$180,000 in 1934. 

S. N. Randolph, Seattle, Wash., Occi- 
dental Life. 72 percent increase in 1934 
new paid business. 

vV. J. Adams, Los Angeles, Reliance 
Life—61 percent increase in paid busi- 
ness compared with the company’s 31 


percent. The southern California de- 
partment ranks in sixth place in the 
company, 


E. E. Besser & Co., Chicago, Lincoln 
National Life—56é percent increase in 
paid business for 1935 with 85 percent 
increase in brokerage. 

0. D. Douglas, Texas, Lincoln National 
Life—Led all of company’s agencies in 
paid business for 1934 for tenth consecu- 
tive year with 45 percent increase. Lapses 
decreased 25 percent. 

A. F. Haas, Pittsburgh, Mutual Life of 
New York—24 percent increase in paid 
annual premium business in 1934. De- 
cember increase 37 percent with a $1,- 
340,000 total. 

M. E. Steinhilber, Cleveland, Fidelity 
Mutual Life—Agency showed a 20 per- 
cent increase in 1934, manager’s personal 
production increasing by 78 percent. 
W. S. Fuller, Cincinnati, Prudential or- 
dinary—Led all of company’s offices in 
the production of group and wholesale 
insurance during 1934 and made satis- 
factory increase in the production of 
ordinary. 

P. H. Lowrey, Baltimore, Mutual Life 
of New York—Led all company’s agencies 
in percentage of production to quota in 
1934, paying for 169.8 percent of quota, 
8.7 percent ahead of nearest competitor. 
November paid to quota, 406.8 percent, 
December, 246.8 percent. 

0. F. Neal, Omaha, Ohio National Life 
—Western division led company in vol- 
ume of written business and paid pre- 
miums in 1934, 

W. M. Hammond, Los Angeles Aetna 
Life—1934 figures show 15 percent gain 
in premium income on new paid life bus- 
iness, 32 percent gain in volume of 
annuity premiums, 13 percent in total 
group premiums on new business, and a 
25 percent increase in number of risks. 





sales. Paul Paul, Fresno, Cal., agent, 


Russell L. Hoghe, Los Angeles, Equita- 








Marked Improvement Shown 








7-New Paid Business— 
1933 


American Reserve, Neb 


Bankers Natl. Life, N. J...... 34,697,64 
Business Men’s Assurance.... 26,589,711 
Columbian National ......... 12,750,569 
Eureka-Maryland ............ 24,359,172 
Guardian Life, N. Y.......... 52,335,074 
Monarch Life, Mass.......... ,014,1 

Old Taine: EATS, Wis. ...cesees 4,269,108 
Phoenix Mutual Life ......... 49,527,591 
Protective 28e, AIG. . .... 2.0. 1534,153 
Public National, Mo.......... 4,350,298 
Seaboard Life, Tex........... 3,048,539 


State Reserve, Tex........... 


1,398,519 
Western & Southern Life....139,348,397 


*These figures do not include reinsurance of companies. 


r-Change in Ins. in Force—, 
1934 1933 





Honored at Celebration 
of His 16th Anniversary 











CLARENCE W. PETERSON 


Clarence W. Peterson, manager of the 
San Francisco office of the Phoenix 
Mutual Life, was guest of honor of his 
staff at a “surprise breakfast” in cele- 
bration of his 16th anniversary with the 
company. Aiming at 16 applications as 
a part of the surprise, his staff “over- 
shot” its mark, presenting him with 25 
applications for new life insurance. Mr. 
Peterson became associated with the 
Phoenix Mutual at Seattle as an agent 
in 1918, being appointed San Francisco 
manager in 1925. 

He was elected a trustee of the Na- 
tional Association of Life Underwriters 
at the Milwaukee meeting. 

He has been active in association ai- 
fairs ever since arriving in San Fran- 
cisco and became president of the San 
Francisco association in September, 
1928, following service as first and sec- 
ond vice-president. He has served on 
numerous important committees and 
now heads the research committee, 
which last year, while he served as a 
member, was responsible for the com- 
plete new setup of the association, ty- 
ing in the personal producer group, the 
Chartered Life Underwriters and gen- 
eral agents and managers section. He 
was one of the leaders in forming a 
successful general agents and managers 
association in San Francisco and served 
two years as its president. 








ble Life of Iowa—Led company in num- 


ber of paid lives insured in 1934. Year 
closed with a gain of 20 percent. 
Paul Hommeyer, Minneapolis, Union 


Central Life—Increase of 212 percent in 
new paid business in 1934, with a total 
of $3,000,000, the best record since 1929. 


Record Substantial Increase 


The northern Illinois branch of the 
New York Life directed by Inspector 
of Agencies O. R. Carter of the midwest 
division had an 18 percent increase i 
paid business last year with total paid 
production of $4,850,000. Inspector 
Carter’s midwest division had 27 percent 
increase with a total of $27,500,000. The 
department placed No. 4 country-wide 
for excess volume over allotment, with 
a surplus of $4,337,000, paying for $1,- 
080,000 in December, and also having 4 
good month in November. His depart- 
ment won over all other departments 11 





#,1.008.083 Bayes) | Fa peded84 | Percentage of business paid for over 
Se 4ars7s 'Eseas317  4’387's94 | uUOta by new organization, The de: 
10,007,946  —7,908.449 —20,103,263 | partment includes northern and centra 
HLTH +¢-0.0es sa ieine Illinois, Iowa, Nebraska and South 
2;770.807  +1,057,295 "3/041 | Dakota. 

3,659,897 —3,884919 —9,105,571 “a 

35,581378 619,726 —82,046.214 | ©, m, MeCIuskey has been appointed 
23412,523 + 25247335 4'448'190 | 28ency assistant as Los Angeles for the 
3,001,821 +653,050 +129'000 | Fidelity Mutual Life. He was formerly 
1,362,727 —309,676 —471,001 with the Connecticut General Life bow 

130,044,319 +32,450,040 —87,859,525 | Sroup supervisor. Prior to that he was 


with the Provident Mutual Life. 
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Sees New Day in 
Life Insurance 





(CONTINUED FROM PAGE 3) 


gain in mortality savings amounting to 
5 per cent. T he gain in new business 
for all companies he estimated at 10 per- 
cent and the Northwesten Mutual gain 
he added was 24.6 percent. This is en- 
couraging because at the end of 1933 it 
showed a 25 percent reduction. Its de- 
crease of $25,000,000 in 1933 in paid for 
business has been overcome and produc- 
tion is now on the upward trend. 

Mr. Hill said that one out of every 
five policies issued last year was on the 
lives of women, constituting 8 percent 
of the total volume. Two percent of 
its business last year was annuities. He 
said that there is no intention of any im- 
mediate change with annuities. As to 
juvenile business, one out of every 20 
policies issued was on a child from be- 
tween ages 10 and 14 inclusive. He 
stated that this juvenile business consti- 
tutes a source of new contacts for the 
agents and company. So far as family 
income is concerned, he said that one 
out of every 20 policies issued is on that 
basis, constituting & per cent of the 
volume. The average policy on this 
form is $15,000. He urged the agents to 
talk minimum needs when selling this 
form of policy. In 1933, he said, 27.11 
percent of the volume was on the five- 
year term plan. Last year 29 percent 
was on the five-year term and all sup- 
plementary term plans. The number of 
policies of all kinds increased 23.5 per- 
cent last year. The new premium in- 
come, exclusive of single premium and 
annuities, increased over 29 percent. 


Field Has Been Broadened 


Mr. Hill said that the new features 
that the Northwestern Mutual has in- 
troduced and the new plans adopted 
along salesmanship lines have all helped 
to broaden the field. The newer men 
that were brought into the organization 
last year, he said, were of a_ higher 
caliber than ever before. The North- 
western intends to weed out those 
agents that are not producing enough 
business to wad a gun. Therefore, it 
will insist on an agent producing busi- 
ness on at least 10 lives or $25,000 in 
volume per year. 

In speaking of the Northwestern’s po- 
sition, he said it is the sixth largest 
company in the country and the largest 
life company west of the Atlantic sea- 
board. This year the company has ap- 
propriated $155,000 for magazine adver- 
tising. 


Advises Building Prestige 
Through Definite Program 





(CONTINUED FROM PAGE 2) 


he pointed out, are only dimly aware of 
the retirement values of life insurance, 
and need to have this side of their con- 
tracts brought home to them by good 
motivating stories. 

Leroy N. Whitelaw showed a series 
ot easily understood charts to demon- 
Strate how even the small estate can 
be programmed simply yet effectively, 
at the same time graphically making 
clear to the prospect the limitations of 
his insurance and the need for additional 
Coverage when it is looked at in terms 
of income for his family. 


Advantages of the Law 


Mr. Maduro analyzed the policy from 
a legal point of view, regarding it as a 
contract with warrants and pointing out 
that without these warrants—freedom 
Irom creditors’ claims, maximum ex- 
€mption from estate taxes, immunity to 
cancellation—a definite portion of its 
value is impaired, and agents should 
See to it that their policyholders have 
all the advantages the law offers them. 

Mr. Simon discussed the various 
methods in which business insurance 
can be used. He advised the use of a 





trust company as trustee to avoid com- 
plications which occasionally result if 
this is not done, as in the case of a 
widow who received the insurance pro- 
ceeds but refused to give up the stock 
until forced to by a court decision. 

Mr. Coffin summed up the high spots 
of the program at the close. He sug- 
gested the following plan of action for 
1935, based on what the various speak- 
ers had contributed: 

I. Getting ready for my job: I will 
(1) remember that I am helping others; 
(2) discipline myself and build better 
work habits; (3) have a definite pro- 
gram for building prestige; (4) learn 
how to expand the meaning of life in- 
surance; (5) study my business, espe- 
cially the optional settlements. 

II. Getting my job done: I will (1) 
make prospecting a daily effort; (2) 
work on qualified prospects rather than 
merely names; (3) remember the sale 
is first closed in my own mind; (4) 
learn and use actual closing phrases 
heard here in this course; (5) learn and 
tell several strong retirement income 
stories; (6) open my eyes to business 
insurance prospects among’ smaller 
firms. 


Joe H. Blair has been appointed gen- 
eral agent for the Great Northern Life at 
Rockford, I1l., in both the life and acci- 
dent and health departments. 





Mutual Aid Associations to 
Form National Association 





OKLAHOMA CITY, Jan. 24—Tem- 
porary organization has been effected of 
a national association of mutual! assess- 
ment life associations at a meeting in 
Oklahoma City. The conference was 
called by 16 companies, cooperating 
with the National Aid Life Association 
of Oklahoma City, sponsor of the move- 
ment, and whose president, H. B. 
Houghton, was elected temporary presi- 
dent. The purpose of the organiza- 
tien, as outlined by Mr. Houghton, is 
to stabilize operative policies of assess- 
ment associations and establish uniform 
regulations not only for the betterment 
of the companies but in the interests of 
the policy holders. Among the associa- 
tions which have signified their desire 
to become charter members, either by 
sending representatives to the meeting 
or by personal letter to Mr. Houghton, 
are the Prudence Mutual Life, Sacra- 
mento, Cal.; Idaho Mutual Benefit, 
Boise, Ida.; Capital States Mutual Bene- 
fit, Willow Hill, Ill.; Okawa Provident 
Relief, Shelbyville, Ill.: TBA American 
Benefit, Lafayette, La.; -Educational 
Mutual Benefit, Aberdeen, S. D.; Na- 
tional Benefit, Mitchell, S. D.; South 





Dakota Benevolent Society, Doland, S. 
D.; National Mutual Benefit, Houston, 
Tex.; Postal Indemnity, Dallas, Tex.; 
Altus Life & Accident, Altus, Okla.; 
Oklahoma Benefit Life, Enid, Okla.; 
Mutual Life & Accident, Frederick, 
Okla.; Good Samaritan Life, Oklahoma 
City, Okla.; Southern Mutual Life, 
Oklahoma City; National Aid Life, Okla- 
homa City; Central Mutual, Jefferson 
City, Mo.; and Guarantee Trust Mutual, 
Chicago. 

A meeting to complete a permanent 
organization is being arranged for some- 
time in the spring, the date to be an- 
nounced later. 


Liquidation Is Ordered 


Commissioner Mitchell of California 
has been appointed liquidator of the 
Shrine Mutual Life Association of Los 
Angeles. Last month Mr. Mitchell 
seized the books of the outfit. 


Opens Los Angeles Office 


The Minnesota Mutual Life’s new 
southern California department at Los 
Angeles, in charge of K. C. Hooker, gen- 
eral agent, has opened offices at 621 
Associated Realty building. Mr. Hoo- 
ker was formerly with the H. D. Leslie 
agency of the Northwestern National 
Life at Los Angeles. 





Uniformity 








Uniformity is an outstanding characteristic of 
this institution. Its underwriting policies, while 
flexible enough to keep pace with changing 


standards of modern proé¢gress, are firmly estab- 
lished. Changes, when necessary, are made gradually, 
orderly, without confusion or interruption to agency 


development. 


Consistent progress, absence of radicalism, fixity of purpose 
are but a few of the advantages offered you by this institu- 
tion, and are evidence of its DURABILITY. 
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Regimentation of One’s Work 


Grant L. Hit, superintendent of agents 
of the NorTHWESTERN MutTuat LIFE, is 
a great believer in agents taking advant- 
age of sales material put out by home 
offices and following a prescribed course 
of work. He does not think that the 
head office should entirely regiment an 
agent and tell him which way to turn 
and how far to go. He does take the 
position, however, that experience has 
shown that there are certain methods 
and certain plans which if followed con- 
sistently, industriously and sincerely will 
bring results. Mr. Hitt in his talk to 
his own company’s agents declares that 
it is almost inconceivable that an agent 
will ignore traveling along a course 
where he is sure to get advantageous 
results and instead follow a hit or miss 
trail that is certain to bring failure. He 
said that many agents are getting “no- 
where fast.” 

Dr. C. E. Avsricut is the leading pro- 
ducer of the NorTHWESTERN MUTUAL or- 
ganization. Yet Dr. Atsricut follows 
pretty strictly a program of work and 
solicitation in business production. He 
does not hesitate to adapt to his own 
needs the material that his home office 
gets out. He recognizes the fact that 
agents should follow a certain pre- 
scribed line and while their own indi- 
viduality and personality should be em- 
ployed there are certain basic principles 
that must be recognized. 

The agent in his work should aim to 
make himself personally effective. He 
should enter life insurance with the idea 
that he is making it a business. When men 
of the type of Dr. Atsricut find it very 
desirable and even necessary to adhere 
to certain prescribed methods then the 
newcomer or the smaller producer can- 


And Slanting Line Or 


Jupce Joun M. O’Connor of the ILt1- 
NOIS appellate court, who presided at the 
dinner in CHricaco honoring INSURANCE 
Director PALMER of ILLINOIS, aired a pet 
prejudice. He abhors and/or to which 
lawyers and insurance people are ad- 
dicted. He fears that the abomination 


may spread into uncontrollable chan- 
nels, 
step may be was/were. 


Recently he saw is/are. The next 
Then the race 


not hope to attain much by pursuing a 
course of his own. 

It is found that one out of every four 
life agents is operating efficiently. That 
is, three-fourths of the agents are simply 
drifting. They are accomplishing little 
because they do not adapt themselves 
properly to life insurance selling. They 
are flying hither and yon with no par- 
ticular objective and are not mastering 
themselves or their business. One- 
fourth of the agents are producing 75 
percent of the business. The rest are 
doing inferior jobs. 

Mr. Hitz states that in his observation 
he was amazed at the lack of system 
that many agents have in keeping their 
prospect list. This he regards as one 
of the necessary tools of the salesman. 
He cannot expect to obtain any distinc- 
tion with an unsystematic list of pros- 
pects. He illustrates his point by saying 
that an agent who does not have a good 
working prospect list is just like a car- 
penter who does not possess a hammer. 
He characterizes the prospect list as the 
“daily feeder of new hopes.” It is the 
life of the trade, so to speak. It should 
be so organized that an agent can see in 
it, his work laid out, the progress he is 
making, the possibilities and inspiration 
for greater effort. 

In many cases men entering the life 
insurance field are not building for per- 
manent success. They are simply tem- 
porarily endeavoring to get along. They 
are not taking themselves or their work 
seriously. Until a man learns to be his 
own master, he will not travel far in 
life insurance production. This is the 
day when every agent in the field should 
turn the spotlight on himself and see 
what his defects are. 


yes/no, 
(The 


will be on: with/without, 
hey/hey, and/or hey/nonnie-no. 
printer says stop.) 

Which reminds us that not so long 
ago when we thought we had occasion 
to use JupGE O’Connor’s favorite barbar- 
ism, we dictated: “and slanting line 
or.” And the unsullied stenographer 
transcribed it thus: “and slanting line 


lantic Life, has returned from a trip 
through the middle west that took him 
as far as Chicago. 


The National Council of Boy Scouts 
has conferred on R. P. Harrison, Rich- 
mond, Va., agent of the Penn Mutual, 
the award of the silver beaver, the high- 
est honor that can be conferred on a 
scoutmaster. Mr. Harrison is vice-presi- 
dent of the Richmond area scout council. 
He was formerly Richmond general 
agent of the Union Central Life. 


_ A. B. Wood, president and manag- 
ing director of the Sun Life of Canada, 
has been elected to the board of direc- 
tors of the Royal Bank of Canada. 


Millard Orr, Philadelphia general 
agent Massachusetts Mutual and presi- 
dent Philadelphia Association of Life 
Underwriters, is welcoming a new addi- 
tion to the family—a baby boy. 


Edgar §S. Barnes, treasurer of the 
Franklin Life, in January completed 35 
years with the company. There are 
three generations of his family in the 
Franklin, his son Orlin being an under- 
writer, and a granddaughter, Ellen, in 
the agency bookkeeping department. 

E. C. Hoy, Newark manager of the 
Sun Life of Canada, has moved into 
larger quarters in the Military Park 
building. The office has paid for $43,- 
817,425 in new business since it was 
established ten years ago. 


Albert J. Thomas, district manager 
Massachusetts Mutual Life, Davenport, 
Ia., has been elected president of the 
Davenport Chamber of Commerce. He 
is weil known to life insurance men par- 
ticularly because of his outstanding rec- 
ord of 23% years of consecutive weekly 
production, 

About 150 agents of Wisconsin and 
Northern Michigan attended the annual 
meeting and school of instruction of the 
A. L. Saltzstein general agency of the 
New England Mutual Life in Mil- 
waukee. The address of welcome was 
made by Mr. Saltzstein who this year is 
completing 35 years as general agent 
for the company, which is celebrating its 
charter centenary. The agency showed 
a 20 percent increase in new business 
in 1934. 


J. E. Jeffery, president of the London 
Life, London, Ont., was recently created 
a king’s counsel by the Ontario gov- 
ernment. 

Mrs. Anna H. Bokum, 76 years of 
age, widow of the late R. D. Bokum, 
for many years Chicago general agent 
of the Mutual Benefit Life, died Sun- 
day at Passavant hospital in that city. 
Mrs. Bokum lived in Evanston, IIl., 
and is survived by three children. Norris 
H. Bokum is a member of the firm of 
Bokum & Dingle, Chicago general 
agents of the Massachusetts Mutual. 
Another son, R. D. Bokum, is a life in- 
surance man in the city, and a daughter, 
Mrs. Marjory Williams, lives at Cor- 
onado, Cal. Funeral services were held 
Tuesday in Philadelphia. 

Lee Herdman, former insurance di- 
rector of Nebraska, is seriously ill from 
heart trouble in an Omaha hospital. 

Miss Lenore Loventhal, daughter of 
Charles B. H. Loventhal, well known 
local agent at Nashviile, Tenn., is an 
agent of the Northwestern Mutual Life 
in Nashville, working in the general 
agency of z. 7%. Proctor. A number 
of insurance men have met Miss Loven- 
thal at insurance conventions. The 
Loventhals cut some figure life insur- 
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sistent leader. His brother, L. J. Loy. 
enthal is also on the honor list as well 
as another brother, M. S. Loventhal, 
Miss Lenore Loventhal also appears on 
the honor bulletin. 

Next month Lee J. Loventhal will 
celebrate 40 years of continuous service 
with the Northwestern Mutual and 
about the middle of that month they 
will have an agency celebration in his 
honor. There will be distinguished 
home office representatives present. 


E. A. Braniff, a leading personal pro- 
ducer of the Equitable Life of New 
York at Tulsa, Okla., has been elected 
president of the Tulsa Art Association, 


Philadelphia each year, under the aus. 
pices of its Poor Richard Club, has an 
impressive celebration of the anniver- 
sary of Benjamin Franklin’s birth. It is 
held in historic old Christ Church at 
noon of the day. This year the anni- 
versary was the 229th. John A. Steven. 
son, manager of the home office agency 
of the Penn Mutual Life, was _ the 
speaker. Mr. Stevenson is also “Dr.” 
Stevenson, he having the Ph.D. degree. 
And in the pulpit he appeared with 
gown and hood. 

Following the memorial at the church, 
a procession each year goes to Frank- 
lin’s grave in the cemetery of Christ 
Church, where, in a brief ritual, a wreath 
is laid upon the flat tombstone of the 
great American. Mr. Stevenson’s ad- 
dress was broadcast throughout the 
country. His title was, “Franklin—An 
Inspiring Example.” 


Clyde Chaddick of the San Antonio 
agency of the Lincoln National Life has 
been awarded the distinction of again 
being voted the most valuable man of 
the company. This is the third year in 
succession in which Mr. Chaddick has 
been awarded this recognition. 


M. B. Brainard, president of the Aetna 
Life, killed two birds with one stone 
while in Chicago last week. He attended 
the agency meeting and banquet of the 
R. S. Edwards general agency of this 
city and also attended the annual meet- 
ing of Swift & Co., the packers, of which 
he is a director. He was a featured 
speaker at the Edwards meeting. 


R. B. Pegram, 65, assistant secretary 
of the Life of Virginia for many years, 
who was recently retired, died last week. 
He was in the service of the company 
for 45 years. 


W. B. Young, former state director of 
insurance for Nebraska and later with 
an Omaha life company, is the author of 
a pension plan that is being pushed by 
2n O-ganization with headquarters in 
Los Angeles, where Mr. Young oper- 
ates as a consulting actuary. The plan 
borrows liberally from the Townsend 
setup, but goes it one better in the mat- 
ter of age limit, putting it at 55 years, 
but provides for but $125 a month. In- 
cluded are compulsory annuity pay- 
ments of $15 a year from workers earn- 
ing $1,500 a year and over. 


W. T. Grant, president of the Busi- 
ness Men’s Assurance, spoke Jan. 20 at 
the Grand Avenue Temple, Kansas City, 
on “Where They Are, and Why,” a re- 
view of the careers of some of Kansas 
City’s outstanding business and civic 
leaders. He dwelt particularly upon the 
characteristics and qualifications which 
helped to success those men he selected 
to treat. 


Dr. Frank A. Will, assistant medical 
director Bankers Life of Des Moines, 
died at his home Jan. 21, Dr. Will had 
studied in Vienna, Berlin and London 
and had served in King’s college hos- 
pital, London, a year, returning to Des 
Ya in 1918° to join the Bankers 
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NEWS OF THE COMPANIES 





New Head for Buffalo Mutual 





E. Parker Waggoner Made President— 
Now First Vice-president’ and Su- 
intendent of Agents 





The directors of the Buffalo Mutual 
Life have announced that E. Parker 
Waggoner, first vice-president and sup- 





E. PARKER WAGGONER 


erintendent of agents, has been elected 
president and field director. 

Though still a comparatively young 
man, Mr. Waggoner has been with the 
Buffalo Mutual Life for 40 years. Start- 
ing as a junior clerk in 1895, he soon 
became chief clerk, then assistant sec- 
retary, then superintendent of agents 
and finally first vice-president, which 
office he has held for the past two years. 

Born in Dansville, N. Y., in 1881, Mr. 
Waggoner attended the public schools 
of Dansville and Buffalo. He enrolled 
at La Salle University and in 1914 se- 
cured his C. P. A. title. 

The Buffalo Mutual in 1933 and 1934 
reduced the cost of securing new busi- 
ness by more than 40 percent, is now 
enjoying a very substantial volume of 
new business and with the high type 
of securities in its portfolio the pros- 
pects of remaining on the 3% percent 
basis are extremely bright. 





Pan-American Life Arranges 
to be Licensed in Mexico 





Arrangements are now being made 
for the Pan-American Life to enter 
Mexico. The company operates in a 
number of Latin-American countries 
such as Colombia, Costa Rica, Cuba, 
Guatemala, Panama, Porto Rico, Nica- 
ragua, Canal Zone, Spanish Honduras, 
Dominican Republic, Ecuador, San Sal- 
vador and Venezuela. It also operates 
in British Honduras and Dutch West 
Indies. It conducts a regular Latin- 
American department at its home office 
with C. D. Corey as vice-president. In 
the territory‘ it reserves part of its busi- 
ness on the New York Life semi-trop- 
ical table and the other on the New 
York Life 3%4 tropical table. 





Spurling Now in Charge 

H. R. Spurling, who was formerly an 
agent for the Metropolitan Life and 
then went into the dairy business, is 
again active in insurance, having taken 
the management of the Anthony Wayne 
Life of Fort Wayne, Ind. This is an 
assessment company. It started about 
two years ago and has about $200,000 
Msurance in force. Judge John Aikin of 





ort Wayne is president. 


Deal Is Up to Stockholders 


Special Meeting of Abraham Lincoln 
Owners Called for Feb. 18 to Act 


on Reinsurance Proposal 








_The Illinois Bankers Life has now 
signed a contract to reinsure the busi- 
ness of the Abraham Lincoln Life of 
Springfield, Ill. The only remaining 
step to be taken to complete the deal is 
ratification by two-thirds of the stock- 
holders of the Abraham Lincoln. A 
meeting of those stockholders has been 
called for Feb. 18 in Springfield. It is 
understood that about 55 percent of the 
Abraham Lincoln stockholders have 
signified approval. The Illinois Bank- 
ers is offering $100,000 to the Abraham 
Lincoln stockholders. This is consider- 
ably less than the original, tentative 
offer. 

Shortly after the plot on the part of 
certain underworld characters to loot 
the Abraham Lincoln was exposed, a 
reinsurance contract was entered into 
with the Illinois Bankers, subject to an 
appraisal of the assets of the Abraham 
Lincoln by the Illinois Bankers. The 
appraisal was conducted and then ensued 
rather prolonged deliberations. The 
Illinois Bankers contended the Abraham 
Lincoln was impaired about $1,000,000 
and the offer was reduced. This was 
resented by the principal Abraham Lin- 
coln stockholders, who contended that 
the impairment was being exaggerated. 
However, last week there was an agree- 
ment of interests, representing about 
55 percent of the Abraham Lincoln 
stock, to accept the $100,000. 

The Abraham Lincoln directors de- 
cided to accept the terms following a 
two-day session. The directors are: 
R. W. Turnbull, president; Frank M. 
a O. F. Davis and Wilhelm Wen- 
dell. 

Mr. Turnbull said the Abraham 
Lincoln company will continue to func- 
tion normally and regularly as a life in- 
surance company during the present ne- 
gotiations. He also declared that the 
company is accepting and underwriting 
all new business. 

In the notice of the stockholders’ meet- 
ing, it is stated, the contract, if approved, 
will give the combined company assets 
in excess of $31,000,000; surplus to pol- 
icyholders in excess of $600,000 and in- 
surance-in-force in excess of $135,000,- 
000 and a combined premium income 
approximating $4,200,000. 

According to present indications, the 
Illinois Bankers will take the accident 
and health business as well as the life, 
thus engaging in the accident line for 
the first time. 

In addition to the $100,000 cash, stock- 
holders of the Abraham Lincoln would 
receive any savings effected during the 
next five years by a change in the 
method of ‘collecting premiums on the 
Court of Honor association and _ the 
Springfield Life, Springfield firms which 
some years ago were merged with the 
Abraham Lincoln. The Illinois Bankers 
agrees to collect such premiums direct 
from the home office instead of through 
collectors. 


COURT BATTLE MAY DEVELOP 


SPRINGFIELD, Jan. 24.—Attorneys 
representing policyholders of the old 
Court of Honor and Springfield Life 
have warned the Illinois Bankers Life 
that if the Abraham Lincoln Life rein- 
surance deal goes through, it will be 
done on the risk of the Illinois Bankers. 
It was also indicated a suit may be filed 
to prevent consummation of the deal. 

Plans being considered, it was said, 
would demand that the business of the 
old Court of Honor and Springfield Life 
be separated from that of the Abraham 
Lincoln, and that assets of policyholders 
in these two former companies be re- 
turned to them. A new company would 
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... Gnd Serve Well! 


To the thousands of Great American Policyholders, Associates 
and Representatives—In the 8 states in which we are licensed 
to operate—This Company’s 1934 record is tremendously 
satisfying: 
GAIN IN ASSETS .. . 23% 
GAIN IN SURPLUS .. . 24% 
GAIN IN PREMIUM INCOME .. . 32% 

GAIN IN INSURANCE IN FORCE...OVER 40% 


The growth of this Company—during 4 depression years—is an endur- 
ing monument to management and service. . . . It is a record that 
commands the attention of those who buy insurance protection . . . 
and those who sell it. 

The 


GreatA merican Life Insurance Compan Ly 
OLD LINE - - LEGAL RESERVE 
Chas. E. Becker, President 
Capital and Surplus Now Exceeds $675,000.00 
San Antonio 
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Stepping Stones to Sales Success 


The man who enters the field of life underwriting can succeed 
much more readily if his course is intelligently charted and his efforts 
wisely directed. To that end we offer the new man the following 
program: 


1. Training that will enable him to get into production early in his 
career. 


2. Supervision in the field under competent direction that will fix 
proper sales habits from the start. 


3. A prospecting technique that will give him enough of the right 
kind of people to see. 


4. Organized sales presentations that will sell life insurance. 


5. Daily Planning Charts and Time Control that automatically reduce 
“scatteration of effort." 


We have unusual opportunities right now for new men who are qualified to 
carry out this kind of a program. If you contemplate entering the field of life 
underwriting, we invite you to write us for particulars. 


Address your inquiry to 









Home Office: Portland, Oregon 





"Pioneer Mutual Life Insurance 
Company West of the Rockies" 
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be formed and business carried on in the 
present building of the Abraham Lin- 
coln. 

The Court of Honor was an old fra- 
ternal in Springfield. Later, policyhold- 
ers approved organization of a mutual 
company, the Springfield Life, transfer- 
ring their policies to it. The Springfield 
Life then was taken over by the Abra- 
ham Lincoln. 

Contentions of Group 


Attorneys for a group of stockholders 
and policyholdefs in the two companies 
charge the transfer of the Springfield 
Life to the Abraham Lincoln was not 
carried out legally, that it was with- 
out the required consent of policy- 
holders, and that their rights were not 
protected. — 

They claim in the present negotiations 
no attempt has been made to secure 
bids from any company except the IIli- 
nois Bankers; that earnings of the 
Abraham Lincoln Life are improving; 
and that all claims against the company 
have been met. 





Celebrates Silver Jubilee 





Texas Prudential Rounding Out 
Twenty-Five Years of Continuous 
and Successful Service 





The Texas Prudential of Galveston 1s 
celebrating its silver anniversary this 
year. The last two agency conventions 
were held in Havana and Mexico City. 
This year the convention will be held 
in its home city. I. H. Kempner 1s 
president, S. E. Kempner is vice-presi- 
dent and T. E. Flick, secretary and 
treasurer. R. W. Rogers is manager of 
the industrial agencies and H. Gale 
Rogers, manager of the ordinary depart- 
ment. There are four Kempner brothers, 
the other two, in addition to the presi- 
dent and vice-president being R. Lee 
Kempner and D. W. Kempner. R. L. 
Kempner is a director. 


Cunningham First President 


The company started as the First 
Texas State. B. J. Cunningham was the 
first president. I, H. Kempner was the 
first chairman of the finance committee. 
Mr. Kempner was elected president in 
1911. In 1916 the ‘company reinsured 
the business of the Prudential Life of 
Texas and changed its name to the First 
Texas Prudential. S. E. Kempner be- 
came vice-president in 1927, succeeding 
Mr. Cunningham. The name _ was 
changed in 1930 to the Texas Pruden- 
tial. The capital stock was increased to 
$200,000. 

It started primarily as a health and 
accident company but soon engaged in 
the life insurance business. It operates 
in Texas, Oklahoma and Missouri. One 
of the directors is J. F. Seinsheimer, 
president of the American Indemnity of 
Galveston, 

The Texas Prudential has a fine force 
of agents and is giving a good account 
of itself. 





Some of the High Spots in 
Indianapolis Life Figures 





In the annual statement of the Indi- 
anapolis Life it is shown that govern- 
ment bond holdings increased $730,000; 
state, county and municipal bonds, $440,- 
000; first mortgage utility bonds, $208,- 
000 and miscellaneous bonds, $167,000. 
Its various holdings in real estate were 
charged down $94,336. The mortgage 
loan principal was charged out $21,967. 
Some of the loan principal decreased 
because the company took HOLC 
bonds. While mortgage loans were 
nearly $1,000,000 less in 1934 than in 
1933, yet the actual interest collected 
was in excess of $60,000 over that col- 
lected in 1933. Its delinquent interest 
account on Dec. 31, 1933, was about 
$100,000 over that of Dec. 31, 1934. 
The deficit in real estate management 
at the end of 1933 was $26,588, while 
the net income at the end of 1934 was 





Former State Official 
Joins Columbus Mutual 














THEODORE TANGEMAN 


Theodore Tangeman was elected vice- 
president and counsel of the Columbus 
Mutual Life to succeed the late Lewis 
Stout at the annual meting. Mr. Tange- 
man served as a director in 1929-30 and 
again will be on the board. M. F. Car- 
penter, Columbus, was also elected a di- 
rector. All officers were reelected. 

Mr. Tangeman retired this month 
as director of commerce in the cabinet 
of Governor George White after four 
years service. Mr. Tangeman has been 
an attorney with active practice for one- 
third of a century. 

The Columbus Mutual scored notable 
gains in assets and surplus in 1934. The 
assets increased from $22,227,676 to 
$23,255,140 and the surplus from $1,- 
896,792 to $2,007,692. Income in 1934 
was $1,293,000 in excess of the disburse- 
ments. Payments in 1934 to benefic- 
iaries and policyholders totalled $2,844,- 
604, making a total since organization of 
$25,394,006. Savings’ in mortality dur- 
ing 1934 aggregated $704,726, savings 
from loading $105,000. The 1934 
mortality was 39.3 percent compared to 
the expected. As of Jan. 1, the Colum- 
bus Mutual had insurance in force to- 
talling $120,965,872. 








$24,683, showing a desirable change. 
The increase in insurance in force was 
not great but any company that is hold- 
ing its own and making a littte gain is 
accomplishing something. Its increase 
in assets was $857,656, as compared with 
$512,656 the year before. The increase 
in surplus funds was $173,619. It paid 
in policyholders’ dividends $336,230. Its 
mortality ratio was 47.1 percent. It paid 
policyholders $1,793,494 last year. Its 
total income was $3,871,007 and dis- 
bursements $3,051,625. 


Wind Up Jefferson National 


Proceedings to wind up affairs of the 
proposed Jefferson National Life of De- 
troit have been started by Commissioner 
Ketcham. It was a project of M. E. 
O’Brien, former president of the De- 
troit Life, and was launched in January, 
1933. 

It is stated that more than 18 months 
have passed since opening of the cor- 
poration’s books and that the company 
has failed to issue stock certificates rep- 
resenting the minimum organization 
capital. Feb. 15 was set for a hearing. 


Clamps Down on Two Concerns 


The Illinois department has clamped 
down on the Mid-State Benefit of Ef- 
fingham, Ill., and the American Eagle 
Mutual of Champaign, III., both mutual 
benefit assessment concerns. The de- 








partment has instructed them to bring 





their guaranty funds up to the minimum 





organization requirements as_ provided 
by law. The two concerns have been 
examined. The department states that 
the liabilities of the Mid-States exceed 
its assets by $5,295. The report de- 
clares that it is in need of $6,763 to meet 
requirements. The department has 
ordered the company to discontinue 
paying death losses on the instalment 
plan and also to make no payments 
from the expense funds unless first 
authorized by its directors. 


Declares 21% Dividend 


The American Insurance Union, Inc., 
recently declared a 21 percent cash 
dividend on its $10 par stock and at 
the same time made provision for divi- 
dends to policyholders. This is the first 
time dividends have been paid either to 
stockholders or policyholders. 








Has Four New Directors 
The American Citizens Life, Colum- 
bus, O., has elected four new directors: 
Mark Evans, Columbus; Walter Tiersch, 
Cincinnati; Walter Hare, Jacksonville, 
Fla., and Richard Larrimer, Columbus. 





Life Company Notes 
The Bankers Life of Denver is plan- 
ning to enter Kansas within the next 
60 to 90 days. 
The Central Assurance of Columbus 
has been licensed by the Ohio depart- 
ment to write life insurance. 








FRATERNAL NEWS 





Discuss Fraternal Section 





Various Points Under Proposed Illinois 
Code Are Taken Up at Commission 
Hearing 





A lengthy discussion on the section 
of the proposed Illinois insurance code 
affecting the methods of fraternals in 
handling claims took place at the legis- 
lative commission hearing in Chicago. 
The societies have asked for a further 
hearing in order that the fraternal por- 
tion of the code may be thoroughly dis- 
cussed. 

George W. Perrin, attorney for the 
Modern. Woodmen of America, pointed 
out that many of the orders deal with 
members of foreign origin, and bene- 
ficiaries frequently reside abroad. He 
said mere proof of death is not neces- 
sarily proof that claims should be paid 
to the person demanding the money. 
This was a new idea to the commission, 
which apparently was willing to provide 
for legitimate delays, but quite deter- 
mined to devise some provision that 
would prevent “stalling.” 


Discussion of Seetion 291 


Considerable discussion also arose 
over section 291. The fraternal spokes- 
man wanted the proceeds of a benefit 
certificate exempted from claims of 
creditors of the beneficiary, even after 
proceeds are in the hands of the bene- 
ficiary. The section as it stands pre- 
vents garnishment of proceeds for death 
of either insured or beneficiary. The 
lawyer members of the commission 
were quite indisposed to protect the pro- 
ceeds after they get into the hands of 
the beneficiary. 

Quite an argument was made by the 
fraternals in favor of making the fra- 
ternal law complete in itself, instead of 
including some 30 sections and two com- 
plete articles merely by reference. They 
did not get much sympathy from the 
commission on that. 

Donald F. Campbell, Polish Women’s 
Alliance of Chicago, and consulting ac- 
tuary, pointed out that there are two 
restrictions which together would al- 
most prevent fraternal orders owning 
home office buildings. He declared that 
of all insurance carriers, a fraternal 
most needs to own its own building, 
that the very heart of a fraternal is its 
social functions and its needs a build- 
ing where members can gather. 


The code restricts investments in 





home office buildings to 5 percent of the 
admitted assets. Another section lim- 
its the use of mortuary funds. He said 
that the restrictions on fraternals so 
minutely divide their funds that an 
order of considerable size might have 
less than $5,000 in free assets. As he 
reads the code, it could invest only 5 
percent of that $5,000 in a home office 
building. . 

His solution was to permit the use of 
mortuary funds for such purposes, pro- 
vided the expense factor contributed the 
required interest to maintain the earn- 
ings on the money so invested, or amor- 
tize the investment. He made the same 
proposal in regard to orders that main- 
tain hospitals and homes. 





Foresters of Toronto File 
Answer in M. B. A. Litigation 


The Independent Order of Foresters, 
Toronto, filed answer in Davenport, Ia, 
to suit brought by S. G. Frank, R. H. 
France and G. W. Makemson. It is de- 
nied that the Foresters holds any claim 
against former officials of the Modern 
Brotherhood of America, Commissioner 
E. W. Clark of Iowa or the C. R. Parks 
Service Co., Chicago. A _ reinsurance 
agreement was entered into in Novem- 
ber, 1931, between the Foresters and the 
Parks Company, under whose terms the 
Foresters was to pay $750,000 to the 
Parks Company for delivering reinsur- 
ance of approximately $37,000,000 of 
Modern Brotherhood policies to the 
Foresters. The answer states that the 
Parks organization employed former of- 
ficers of the M. B. A. to aid in rewriting 
the business and induced the Foresters 
to assume the employment contracts. 
The insurance superintendent of the 
province ordered payments on the con- 
tracts stopped. 


Letter of Law Not Vital 


Where the officers of a local lodge, by 
long continued course of conduct, lead 
the members to believe that the payment 
of dues and assessments need not be 
made within the time fixed by the con- 
stitution and regulations of the grand 
lodge, and where this practice was so 
general as to make it reasonably certain 
that the members of the local lodge 
knew thereof and acted thereon, death 
benefits may be paid, even though the 
terms of the constitution were not 
strictly adhered to. This was the deci- 
sion of the Minnesota supreme court in 
Speck vs. Brotherhood of Railroad 
Trainmen, et al. 








H. W. Heckenkamp Honored 


A banquet and reception in honor of 
F. W. Heckenkamp, president of the 
Western Catholic Union, was held in 
St. Louis in observance of his 30th an- 
niversary as chief executive of the so- 
ciety. P. P. Hoegen, trustee, was chair- 
man of arrangements for the banquet 
and dance. 


Install Camp Officers 


The Modern Woodmen installed 250 
officers of 26 camps at Omaha Jan. 23. 
Head Consul A. R. Talbot, J. E. Swan- 
ger, superintendent of the Woodmen 
sanitarium in Colorado, and other high 
officials attended. A. A. Smith was in- 
stalling officer and C. R. Hasskari of 
Lincoln was escort. 


Unlicensed Operators Sentenced 


NEW YORK, Jan. 24.—Convicted 
of acting as agents for the Quaker Mu- 
tual Beneficial Association of Trenton, 
an unadmitted concern, Edward Eustis 
of Woodhaven and Salvatore Ambriano 
of Brooklyn were sentenced to three 
months in the workhouse for violating 
the insurance law. Sentence, however, 
was suspended during good behavior. 
The department is continuing its inves- 
tigation into the activities of the mutual, 
and would welcome information from 
those who have been solicited by its 
representatives. 
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AMONG COMPANY MEN 





E. B. Stephenson Chairman 





Byron Stephenson Is President of Se- 
curity Mutual of Nebraska—Mullen 
Executive Vice-President 





Elmer B. Stephenson, president of the 
Security Mutual Life of Nebraska for a 
score of years, has been elected chair- 
man of the board succeeded as president 
by his son, Byron Stephenson. Mr. 
Stephenson, Sr., will continue active in 
the management. Byron Stephenson 
began his insurance career in 1919 as 
assistant general loan agent for Ne- 
braska for the Northwestern Mutual 
Life. In 1926 he was elected secretary 
of the Security Mutual. Later he be- 
came executive vice-president. He will 
be succeeded in the latter office by C. D. 
Mullen, for years a director in the com- 
pany and a Lincoln financier. 

E. A. Frerichs, one of the larger per- 
sonal producers of the Security Mutual, 
has been named assistant superintendent 
of agencies. Keith Walker of Lincoln 
has been advanced to agency supervisor. 


London Life Appointments 


, LONDON, ONT., Jan. 24.—Six ma- 
jor appointments have been announced 
by London Life. J. D. Buchanan be- 
comes assistant general manager and 
actuary; J. S. Lovell, assistant general 
manager and executive secretary; J. G. 
Stephenson, assistant general manager 
and superintendent of agencies; J. F. 
Maie, agency executive officer; J. A. 
Campbell, associate actuary; and O. D. 
Newton, secretary. The company ex- 
plains that rapidly expanding business, 
as evidenced by the passing of the 
$500,000,000 mark in life insurance in 
force, necessitated a widening in official 
personnel. 





Vice-President Elected Director 


R. B. Gordon, vice-president and su- 
pervisor of applications of the State Mu- 
tual Life, has been elected a member of 
the board of directors. Mr. Gordon, 
who has been with the State Mutual for 
27 years, was born in Canada, where he 
received his scholastic training. He en- 
tered life insurance in 1903, joining the 
actuarial department of State Mutual in 
1907. In 1925 he was made supervisor 
of applications, and in 1930 received his 
present title. Mr. Gordon is a charter 
member of the Home Office Life Under- 
writers Association. 


Gives Life Company Full Time 


G. J. Cannon of Salt Lake City, 
manager of the Heber J. Grant & Co. 
general agency and the Utah Home Fire 
for many years, who was recently ap- 
pointed executive vice-president of the 
Beneficial Life, is to devote all his at- 
tention to the management of the life 
company. The companies from which 
Mr. Cannon has resigned have not so 
far announced a successor. 








Fisher Elected Treasurer 


At the annual meeting of the Indian- 
apolis Life Paul E. Fisher was elected 
treasurer. He had been with the com- 
pany eight years, the first four years 
as a producer and the past four years in 
the investment department. He is a 
graduate of the Indiana University law 
school. Before entering life insurance 
he was with the Lilly Hardware Com- 
pany in Indianapolis. 





Leonard Made Agency Manager 


R. B. Leonard has been appointed 
agency manager of the Mid-Continent 
Life of Oklahoma City, succeeding Ed- 
win Starkey. Mr. Starkey, who for 
Many years has been vice-president and 
agency director, has returned from an 
extended vacation, to assume new and 








Appointed as Secretary 
of the Lincoln National 











CECIL F. CROSS 


Cecil F. Cross, underwriting secretary 
of the Lincoln National Life, has been 
appointed secretary and member of the 
board of directors. He will take over 
his new duties Jan. 30 following formal 
approval of his promotion by the di- 
rectors at their annual meeting on that 
date. He succeeds as secretary, Frank 
L. Rowland, who last July resigned to 
become executive secretary of the Life 
Office Management Association. 

Mr. Cross was an actuary of the 
American Life of Detroit, from 1922 to 
1931. He has been with the Lincoln 
National Life since 1931 as assistant 
secretary and later as underwriting sec- 
retary. He was also associated with the 
Lincoln National from 1920 to 1922 as 
chief underwriter. 

He received his elementary education 
at Wayne, Mich., and attended the Uni- 
versity of Michigan, graduating from 
there in 1917. Before going to work 
for the Lincoln National Life in 1920, 
Mr. Cross was connected with the Cen- 
tral Life of Des Moines and the Inter- 
Mountain Life of Salt Lake City. 








broader duties in assisting President R. 
T. Stuart. 


Heads Branch Agency Division 


R. A. Beeson, who has been manager 
of Fraternity & Sorority Business 
Service, Iowa City, Ia., has become man- 
ager of the branch agency department 
in the home office of the United Mutual 
Life, Indianapolis. 





Elected by Great Western 


M. J. Lancelot, an assistant secretary 
of the Great Western of Des Moines, has 
been elected a director. J. T. Helverson 
has been elected assistant secretary. 





Voss Elected Director 


W. F. Voss, assistant secretary of the 
Guaranty Life of Davenport, an em- 
ploye of the company for more than 25 
years, has been elected a director. 


Plan Trips for Commissioners 


SEATTLE, Jan. 24—A trip to Mt. 
Rainier and possibly one to Victoria, 
B. C., are being considered in the pro- 
gram planned for the National Conven- 
tion of Insurance Commissioners here 
next June. Commissioner Sullivan of 
Washington is appointing a committee 
of insurance executives to help with the 
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ESTABLISHED 1899 


INDIANAPOLIS, INDIANA 


@Complete Substandard and Automatic Rein- 
surance facilities embrace so wide a field that 
prompt policy issuance—regardless of size—is the 
rule and not the exception. 
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ALERT and AGGRESSIVE 


Management 


THE VOLUNTEER STATE LIFE 
INSURANCE COMPANY 


Chattanooga, Tennessee 


RICHARD H. KIMBALL, President 
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7 Your Newspaper Sells 
Accident Insurance For You 


In an effort to prevent unnecessary accidents 
the newspapers are giving them prominence be- 
yond their normal high news value. 


The public is more alive to the accident hazard 
than ever. It is increasingly easier to sell ade- 
quate amounts of accident insurance. 


From our series of reimbursement accident 
insurance policies you can easily select exactly the 
coverage your client needs. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 











' PAVING THE WAY FOR A BANNER 1935 








PILOT LIFE 


Insurance Company 
Splendid gains in 1934 
Increased insurance in 


force 


Big gain in policy owners 
over 1933 


Favorable mortality rate 


Largest gain in paid-for in 
five years 
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Emry C. Green 
President 


GREENSBORO, N. C. 
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Agency Manager 
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LIFE AGENCY CHANGES 





Named by Buffalo Mutual 


W. F. Schwall Appointed Cleveland 
Manager and H. H. Coulthart Gets 
Post at Syracuse 


The Buffalo Mutual Life has appointed 
new district managers at Cleveland and 
Syracuse, N. W. F. Schwall, who 
will be in charge in 
Cleveland, will have 
offices in the Bulkley 
building. Since 1928 
he has been with the 
Sun Life of Canada, 
first as an agent and 
recently as assistant 
manager of the Co- 
lumbus, O., branch. 
Mr. Schwall was born 
in Springfield, O., in 
1893, and graduated 
at the Ohio State : 
University with an M. A, degree. With 
the exception of two years in personnel 
work with the war department, Mr. 
Schwall has devoted his business life to 

life insurance. He was 
with the Travelers for 
seven years, three of 
which were in organi- 
zation work. In 1926 
he organized the Ohio 
agency for the Jeffer- 
son Standard Life. 
H. H. Coulthart will 
head the Syracuse dis- 
trict, with offices in 
- oo aga’ 3 bar cod 
ithe uilding. Yr. oul- 

a thart was with the 
Mutual Life of New York in Syracuse 
before he joined the Buffalo Mutual. 
Most of his business life has been spent 
in life insurance. He served as assistant 
manager for northern New York with 
the Metropolitan Life and then went 
with the Equitable Life of New York 
for five years as district manager at 
Oneonto, N. Y. Later he was trans- 
ferred to Burlington, Vt., in charge of 
Vermont. Mr. Coulthart is 38 years old. 


Stone Made General Agent 
of the Lincoln in Rockford 


K. A. Stone, former member of the 
home office agency staff of the Lincoln 
National Life, has been appointed gen- 
eral agent in Rockford, Ill. He will have 
the northwestern Illinois territory. Mr. 
Stone entered insurance in Rock Falls, 
Ill., as life department representative of 
the T. Stone general insurance 
agency of that city. After two and a 
half years of field and direct selling ex- 
perience, he joined the home office staff 
of the Lincoln National Life in Fort 
Wayne as a member of the agency de- 
partment. He specialized in agency 
service work, preparing individual pro- 
posals, sales briefs, and handling other 
work directly connected with life insur- 
ance sales problems. 


Waddill with Pilot Life 


C. K. Waddill has been appointed 
general agent of the Pilot Life at Char- 
lotte, N. C. For a number of years he 
represented the company at Cheraw, S. 

For eight years he has been repre- 
senting a number of companies in Char- 
lotte. Recently he has been connected 
with the Mutual Life of New York. 


Julian Walter Opens Office 


Julian Walter has retired from the 
agency of Grady, Alexander & Walter 
at Chattanooga to become district agent 
of the Northwestern Mutual Life for 
Hamilton county. The firm of Grady, 
Alexander & Sloan will continue to rep- 
resent the Northwestern Mutual on a 
part-time basis. Mr. Walter’s office is 
in the Chattanooga Bank building. 


W. F. Schwall 





New Father-Son Partnershy 


A. L. and W. B. Cushman to Be Join 
General Agents of Northwestern 
in Maine 


A. L. Cushman, sole general agent of 
the Northwestern Mutual Life for the 
state of Maine since October, 1924, ha 


W. B. CUSHMAN 


formed a partnership with his son, W. 
B. Cushman. Hereafter the general 
agency will be operated as a co-partner- 
ship under the name of A. L. and W.3B. 
Cushman, with offices continued at 
Portland, Maine. 

A. L. Cushman, for 10 years sole ger- 
eral agent, has been with the North 
western Mutual for 30 years. Prior to 
his appointment he was for 20 years 
special and then a district agent a 
Brockton, Mass. 

W. B. Cushman is a graduate of Bos 
ton University, college of business at- 
ministration. Since his father became 
general agent for Maine, he has serve 
as supervisor. He became a C. L. U.i0 
1932 and has been active in the Maint 
Life Underwriters Association, serving 
as a member of the executive committet. 


Two New Branches 


Two new branch offices have beet 
opened by the Yeomen Mutual Life 
its business expansion program. Af 
office in Dallas, Tex., will be located in 
the Tower Petroleum building, while 
offices have been opened in Oakland, 
Cal., in the Financial Center building. 


Barnes Nebraska Manager 


Lyle V. Barnes of Kansas City, has 
become Nebraska state manager 0 the 
Equitable Life of Iowa with headquat- 
ters in Omaha. He succeeds Jamés 
Mickey, resigned. 


Join the Durgin Agency 

B. R. Miller, for eight years Sa0 
Diego, Cal., manager of the Acacia, Mv: 
tual, is now with the F. J. Durgin distri¢ 
agency of the Reliance Life in that city. Mr. 
Miller was one of the leading Acaci 
Mutual producers on the Pacific Coast 
before being promoted to manager 
Three of Mr. Miller’s former associates 
L. A. Fleming, H. H. Clark and H. P. 
Ekron, have joined the Durgin agency: 
The Durgin agency, which was pre 
lished Oct. 15, has seven experience 
producers associated with it and is pro 
ducing in excess of $90,000 per mom id 

A one-day sales conference was - 
in San Diego, closing with a dinner? 
which the wives were present. weg 
guest speakers were on the program, ! 
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luding V. J. Adams, manager of the 
outhern California department, with 
eadquarters at Los Angeles. 


W. S. Preble Joins Mutual Trust 


The Mutual Trust Life of Chicago 
as appointed Walter S. Preble of Aber- 
deen, Wash., general agent for a num- 
her of counties in western Washington. 
Mr. Preble’s record covers 13 continu- 
ous years of life insurance experience, 
he last several years of which he has 
acted as a broker representing a number 
of companies. 


Makes Several Appointments 


A number of appointments of agency 
managers have been made by the Amer- 
ican Central Life. They are: F. A. 
Dratz, Jackson, Mich.; W. F. Grissom, 
R. G. Newsom and E. C. Westhoff, 
Kansas City, Mo.; J. F. Bray, H. D. 
Hammil, BR. Parks. and K. BR 
Thomas, Amarillo, Tex. 


Add to Nashville Office 


Five counties in the extreme eastern 
part of Tennessee have been transferred 
to the Tennessee agency of the North- 
western Mutual Life in charge of E. T. 
Proctor, general agent at Nashville. L. 
T. Proctor has been appointed district 
agent and is located in the Hamilton 
Bank building at Johnson City. 
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Stringer Named Manager 


Harry Stringer, formerly supervisor 
for the Metropolitan Life in Missouri, 


Kansas and Oklahoma (except St. 
— has been made manager at 
ulsa. 





Hirstio Duluth Manager 


The Great-West Life has appointed 
S. J. Hirstio manager at Duluth, Minn. 


John L. Kelly Resigns 


J. L. Kelly, manager of the St. Louis, 
Mo., agency of the Continental Assur- 
ance, has resigned, effective in 30 days. 
He has not announced his future plans. 
He took charge of the office 20 months 
ago, prior to that being manager of the 
t. Louis branch of the Continental Life 
of St. Louis for four years. Before go- 
ing to St. Louis he was agency special 
and later assistant manager and then 
personal producer for the Missouri State 
Life at Detroit. 


H. S. McCrory, E. G. Griffith 


Two appointments have been made 
by the Capitol Life of Denver. H. S. 
McCrory becomes general agent for 

aco, Tex., and vicinity, and E. G. 
Griffith general agent at San Antonio. 
Mr. McCrory started selling life in- 
surance while in Baylor University and 
for five years has been Waco manager of 
the Pan-American Life. Mr. Griffith 
has been for several years with the 
Southwestern Life. 








O’Neil Assistant Manager 


S. R. O’Neil has been appointed as- 
sistant manager of the home office 
reency of the California-Western States 
ife. He has been cashier of the Sacra- 
— branch, which now is being han- 
_ by Assistant Secretary C. 
town. Dallas has been organized as 
a major branch office to handle Texas 
and Oklahoma business. 





L. E. Coleman 


ae Farmers & Bankers Life, Wich- 
pe Nan., has appointed L. E. Coleman 
eral agent at Oklahoma City, with 


baila. in the Oklahoma Savings 





Establish Appleton Office 


ishenetal Agencies, Inc., has estab- 
build; an office in the Irving Zuelke 
all ng, Appleton, Wis. with T. Jj 
bs meneen as manager and a staff of 
rs —_ to cover the territory includ- 
bey epicton, Neenah, Menasha, Kim- 

Y, Kaukauna and Little Chute. The 








Kirke Is Lincoln National 
Des Moines General Agent 




















BEN M. KIRKE 


The appointment of Ben M. Kirke 
as general agent for Des Moines and 
surrounding territory has been an- 
nounced by the Lincoln National Life. 
Offices will be maintained at 1010 Val- 
ley National Bank building in Des 
Moines. 

Mr. Kirke was formerly vice-president 
and agency manager of the Royal Union 
Life, but more recently has been repre- 
senting the Lincoln National as super- 
intendent of agencies in the central 
western division. 








organization also has offices in Fond 
du Lac and Oshkosh. 





Hill Houston Manager 


J. H. Hill, formerly with the Coleman 
& Co. agency of San Antonio, has been 
appointed branch manager of the Fi- 
te Union Life of Dallas, at Houston, 

ex. 





Life Agency Notes 





J. R. King has been named supervisor 
for the Bankers Life of Nebraska, with 
headquarters at Pittsburgh. 

The Equitable Life of Iowa has ap- 
pointed Lloyd Smith district manager at 
Long Beach, Cal. 

H. H. Carter, manager of the Metro- 
politan Life at Maysville, Ky., has been 
transferred to Portsmouth, O., as mana- 
ger. 

Ray L. Seott has been transferred from 
Jackson, Miss., to take charge of the 
Des Moines agency of the Washington 
National. 


New Coin-a-Day Sales Plan 
For Insurance Worked Out 


An interesting plan has been worked 
out for using a coin-a-day electric bank 
clock in selling life insurance. The 
bank and sales plan are designed to 
overcome the common objection, “We 
haven’t the money for the premium.” 
Depositing a coin a day is compulsory 
because the clock buzzes and cannot be 
stopped except by disconnecting it, un- 
less a coin is deposited every 24 hours. 
The coin-a-day plan enables the policy- 
holder to deposit a small sum each day, 
providing a simplified savings method. 
The clock is either loaned, given, or sold 
outright to the policyholder. Informa- 
tion can be obtained from Coin-A-Day, 
Inc., Schofield building, Cleveland. 








The North American Life & Casualty 
of Minneapolis has purchased the former 
home of H. C. Clarke and will remodel it 
for use as a home Office. 
















The 
Finishing 
Touch 
a 





That added effort inspired by interest and pride in 
work well done characterizes fine craftsmanship. 


Such fine craftsmanship in life insurance service means 
up-to-date contracts complete in every detail . . . defi- 
nitized by the company for particular needs . . . each 
case made individual, handled intelligently and con- 
scientiously. 


That little added bit of personal interest marks the 
service of the Girard to its agents. 


GIRARD LIFE INSURANCE CO. 


Opposite Independence Hall 
Philadelphia, Pa. 


More About Bob Hardy 


Bob Hardy was a consistent producer. He rode 
out two depression years with gains. 





But his personal production was off 60% in 1932. 
Bob felt that the world was going to the bow wows 
and he was going out of business. 


Through personal contact from and cooperation of 
the Home Office, Bob Hardy restored his morale. 


In 1933 his production gain was 40%. 
In 1934 his gain was almost 100%. 


Other able Fieldmen attribute their increase in 
1934 to stimulation by personal contract from the 
Home Office. 
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Different — Modern — Quick Selling 


READY CASH POLICY 


(Copyrighted) 





Note these 6 features: 


Draft and claim form con- 
tained in each policy pro- 
vides immediate cash to ben- 
eficiary at local bank. 


5. Ordinary Life or 20 pay life 
— ages one month to 55 
years, 


Each READY CASH POL- 
ICY as well as every contract 
issued by this company is 
registered with the State of 
Kansas and secured 100% by 
deposit of approved securi- 
ties with the State. 


6. 
Issued only in $500 policies. 


Protects other insurance and 
gives READY CASH at a 
time it is needed most. 
Incontestable from date of 
issue. 


4, 





“Give ’em what they want and they will buy” goes an old saying. This truth 
is apparent in the success of the READY CASH POLICY. People want it 
because it fits a particular need and for that reason they have been buying it 
enthusiastically. Great American Life agents have profited from this ready 
acceptance of the READY CASH POLICY. You can also. 


Write for details and available territory in Kansas, Missouri or 
Oklahoma 


GREAT AMERICAN LIFE 


INSURANCE COMPANY 


Stephen M. Babbitt, President 
Hutchinson, Kansas 
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Over 30 years of 


never faltering service 
to agents makes the 
Guaranty Life outstanding 


as an agents’ company 


modern, liberal policy contracts, 
a strong financial foundation, 
experienced, sincere management 
are yours when you represent 


this sound progressive company 


vW 


Lee J. Dougherty, President 


Guaranty Lite Insurance Co. 


Davenport, Iowa 
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NEwS ABOUT LIFE POLICIES 








Policy Literature, Rate 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
etc. Supplementing the ‘Unique Manual- 
Digest” and ‘‘Little Gem,” Published Annually in May and March 
PRICE, $5.00 and $2.00 respectively. 








respectively, 








Western & Southern’s Rates 


Reviend Schaddle ‘for Patadipel ‘lille 
Policies on Ordinary Plan Is 
Announced 








The Western & Southern Life has 
announced its new ordinary rates. The 
commercial whole life policy is written 
with. a minimum of $5,000 and the five- 
year convertible term is automatically 
convertible to endowment at age 85 at 
the end of the term period, with a mini- 
mum policy of $3,000. All forms are 
non-participating. The rates per $1,000 
follow: 


Coml. End. 20 20 End. 5 Yr. 

Whole Age Pay. Year Age Conv. 
Age Lif 85 Li End. 65 Term 
15 $11.69 $12.43 $19.23 $40.09 $14.06 .... 
a8: 12.67 19.51 40.1 2 | 
7 437 «13.91 29:79 40:16 FO .... 
18 12.44 13.17 20.09 40.19 15.12 ¥% 
19 12.71 13.44 20.40 40.22 15.52 ee 
20 18.00 13.72 20.72 40.26 15.93 $8.04 
21 13.81 14.02 21.06 40.30 16.87 8.13 
22 13.63 14.33 21.40 40.35 16.84 8.20 
23 3.98 14.66 21.76 40.41 17.33 8.25 
24 14.34 15.00 22.14 40.46 17.85 8.30 
25 14.71 15.86 22.538 40.51 18.42 8.34 
26 15.10 15.77 22.93 40.57 19.05 8.38 
27 15.50 16.21 23.385 40.64 19.72 8.40 
28 15.92 16.67 23.79 40.72 20.43 8.44 
29 16.37 17.16 24.24 40.80 21.18 8.48 
30 16.84 17.69 24.71 40.89 21.98 8.53 
31 17.85 18.25 25.26 41.00 22.84 8.59 
32 17.89 18.83 25.85 41.11 23.77 8.69 
33 18.46 19.46 26.51 41.22 24.76 8.81 
34 19.06 20.11 27.20 41.37 25.83 8.98 
35 19.70 20.81 27.92 41.52 26.99 9.16 
386 20.56 21.56 28.67 41.69 28.23 9.39 
37 21.04 22.36 29.46 41.89 29.55 9.65 
38 21.78 23.21 30.29 42.10 30.96 9.95 
39 22.55 24.11 31.16 42.34 32.48 10.30 
40 23.37 25.07 32.06 42.62 34.12 10.70 
41 24.25 26.09 33.00 438.00 35.91 11.15 
42 25.26 27.17 33.99 43.44 37.88 11.66 
43 26.35 28.31 35.04 43.91 40.05 12.23 
44 27.50 29.52 36.15 44.48 42.45 12.85 
45 28.73 30.81 $37.83 45.11 45.11 13.56 
46 30.03 32.18 38.58 45.81 48.10 14.34 
47 31.42 33.64 9.90 46.59 51.42 15.20 
48 32.91 35.20 41.30 47.46 55.14 16.15 
49 34.49 36.87 42.77 48.43 59.81 17.21 
50 36.15 38.65 44.32 49.49 64.02 18.36 
51 37.91 40:54 45.94 50.64 69.29 19.63 
52 39.76 42.54 47.63 51.88 75.29 21.01 
53 41.70 44.65 49.40 53.22 82.28 22.53 
54 43.73 46.87 51.27 54.67 90.52 24.19 
55 45.87 49.21 58.26 56.25 ... weld 
56 48.14 51.69 55.388 57.97 
57 50.56 5654.83 57.64 659.85 
58 53.15 57.15 60.05 61.91 
59 55.92 60.18 62.63 64.15 cua 
60 58.87 63.43 65.38 66.58 .... 





Give Connecticut Mutual’s 
1935 Dividends on Two Forms 


Dividend scale for 1935 on the retire- 
ment income at 55, 60 and 65, and 
guaranteed endowment annuity con- 
tracts at 55, 60 and 65, of the Connecti- 
cut Mutual are shown below. Increased 
premium rates on the retirement income 
contracts, and the new 3 percent rates 
on the guaranteed endowment annuities 
were presented in THE NATIONAL 
.UNDERWRITER last week. 

The tabulation below shows for re- 
retirement income policies the 1935 
scale of dividends with total accumula- 
tion at 4.25 percent interest for 20 years; 
and for guaranteed endowment annu- 








Send 9 cents in stamps for 
sample copy of 


The Accident 
& Health Review 


The only exclusive accident and health 
paper published, 
It gives ideas and suggestions that 
help you sell income protection 
insurance. 


Address your inquiry to A-1946, 
Insurance Exchange, Chicago 

















ee 


ities, total accumulation, at the same jp. 
terest rate, at the end of five, ten, 1; 
and 20 years, and at maturity. The tab.e 
ulation is: 
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1935 DIVIDENDS 


Retirement Income at 55 (Male) 
Per Unit of $10 Monthly Income 


































1 5 10 15 20 finnesot 
Age $ $ $ $ $ 8-19. 
20 4.01 5.22 7.00 9.18 11.70 2 eaded | 
25 4.58 6.15 8.45 1.22 14.57 2 d mani 
30 5.40 7.48 10.55 14.25 19.14 3 ne 
35 6.66 9.53 13.78 19.23 26.17 4 Life In: 
40 9.03 18.26 19.64 28.83 .... nce 1S 1 
45 14.29 21.29 32.85 oe mates  @ ecovery 
Retirement Income at 60 (Male) ase of 
Div, ibil: 
Accum, ponsibil 
Age 1 5 10 15 20 ry a led 
wle 
20 3.47 4.34 5.60 7.10 8.90 168.62 ee 
25 3.86 4.95 6.55 8.47 10.76 197.34 —pccom 
30 4.37 5.79 7.87 10.35 12.35 236.53 metitution 
35 6.12 6.99 9.75 3.07 17.33 293.57 Dr. W 
40 6.28 8.86 12.68 17.42 23.78 384.37 oke o 
45 8.45 12.25 17.91 25.67 es the 
Retirement Income at 65 pa 
Div, Pairector 
Accum outlined 
Ts, icity 
Age 1 5 10 165 2 2% ae 
20 3.11 3.73 4.63 5.71 6.98 139.92 jon Lin 
25 3.36 4.14 5.27 6.61 8.50 153.73My. P. ¢ 
30 3.71 4.69 6.13 7.82 9.84 18419 Bries spc 
3 4.19 5.46 7.30 9.49 12.11 219.32 “pt Vi 
40 4.88 6.55 8.98 11.88 15.43 269.86 ew 
45 5.94 8.22 11.57 15.68 21.31 350.27 At th 
Guaranteed Endowment Annuity Holmes 
of $10 Monthly Income At the 
Maturity Age 55 (Male) Scott 
End of Year Total cott, | 
Accum, # Hughes 
ag agent a 
rs. P 
Age 5 10 15 20. 30 30 [mance mi 
20 5.78 23.91 59.04 117.11 324.91 517.00 
25 7.34 30.41 75.06 113.80 425.82 425.82 Ss 
30 9.59 39.69 97.99 148.55 341.51 
35 13.01 53.89 133.02 201.67 .... 263.88 Ab 
40 18.81 77.90 192.30 .... 192.30 ou 
£5: BO GEPRAE SO! Saxo Mies 126.39 Fhome o 
Maturity Age 60 ada hel 
20 4.18 17.82 42.75 84.81 242.55 556.17 ver. 
25 56.22 21.61 53.35 101.11 289.15 484.43 lowed | 
30 6.64 27.47 67.82 134.54 384.76 384.76 hel 
35 8.67 35.88 88.57 175.70 .... 30875 pine Le 
ao ae aba ey sake oo ea DVT. 
s i F Caer 173. 
50 27.62 114.35 .... .... 114.35 — 
Maturity Age 65 and G 
20 3.01 12.47 30.79 61.08 174.68 577.93 iE 
25 3.71 15.84 37.88 75.14 214.90 492.71 superv) 
30 4.63 19.15 47.28 93.78 268.20 414.02 a breal 
35 5.88 24.36 60.14 119.30 341.20 341.20 BB cociatic 
40 7.68 31.82 78.55 155.81 eee 3.81 a 
45 10.44 43.22 106.68 211.62 211.62 fm stresse 
50 15.10 62.53 154.36 .... 54.36 to life 
55 24.64 101.63 .... 101.63 BF protect 
Jefferson Standard “A 
The Jefferson Standard Life will con- j 
tinue the dividend scale used in 1934. DE} 
The interest rate of 5 percent allowed on ; agents 
proceeds will also be continued. here f 
the A 
Ohio National Life teatur 
The Ohio National Life announces that J <n! 
the maximum premiums on annuities - o 
which are now accepted on any one life advert 
are single premium, $25,000; annual pre- 
mium retirement annuity, $1,000 per year. 
The maximum amount of personal in- R 
come will be $250 per month at retire- Fre 
ment age. Previous issues will be de- el 
ducted from the maximum in determin- ecte 
ing the amount accepted on a new con- Assoc 
tract. If more than one form of an- tual | 
nuity is issued the maximum applies to Dodg 
the total of all plans. y vice-f 
F . Secret 
Bankers Union Life ‘ tion 1 
The Bankers Union Life of Denver has Th 
just introduced a new deferred risk, low Dodg 
rate policy paying annual and quinten- dent; 
nial dividends. The quintennial dividend and 1 
provides for distribution of the profits wane 
on policies discontinued during the five- att 
year period. en 
Mid-West Life 
The Mid-West Life of Lincoln, Neb» Th 
has brought out an economic adjustment hold 
policy which will not be issued to Banf 


On 





women or on any substandard risks. 






Feb. 1 the requirement will be resumed pid 
on the life expectancy term contract 0 AUg, 
$2,500 minimum amount. side 





anuary 25, 1935 





LIFE INSURANCE EDITION 





23 














——_} 
LIFE COMPANY CONVENTIONS 
poual incon National Meetings | Brainard Reports Good ‘Year 






















































Home Office Men Meet the Field Win- 
ners at Minneapolis and 
Milwaukee 





Two state-wide sales meetings were 
onducted last week by home office of- 
cials of the Lincoln National Life. The 
rst, for Wisconsin agents, was held at 
filwaukee Jan. 17. The second, for 
finnesota agents, at Minneapolis, Jan. 
8-19. The home office group was 
eaded by A. L. Dern, vice-president 
nd manager of agencies, who talked on 
Life Insurance in 1934.” “Life.insur- 
nce is in the vanguard of the nation’s 
ecovery program,” Mr. Dern said. “Be- 
ause of this, life men have a great re- 
sponsibility to the public. They should 
ose no opportunity to increase their 
nowledge of their business and thus 
become better representatives of the in- 
stitution of life insurance.” 

Dr. W. E. Thornton, medical director, 
poke on “The Agent, the Examiner, 
and the Company.” W. T. Plogsterth, 
director of publicity and field service, 
outlined the company’s advertising and 
publicity program for 1935 and talked 
on “Lincoln National Life Selling Aids.” 
. P. Carroll, superintendent of agen- 
ies, spoke on “Working Plans for the 
New Year.” 

At the Milwaukee meeting Hugh M. 
‘Holmes, general agent there, presided. 
At the Minneapolis meeting, W. W 
Scott, general agent, presided. T. D. 
Hughes, former Minnesota general 
agent and well-known northwest insur- 
ance man, delivered the banquet address. 





Sun Life Meet in Denver 


About 25 western managers and three 
home office men of the Sun Life of Can- 
ada held a five day conference in Den- 
ver. The managers meeting was fol- 
lowed by the annual agency meeting of 
the Denver branch. Speakers included 





V. T. Motschenbacher, New Orleans 
manager and president of the New Or- 
leans Association of Life Underwriters, 
and George H. Harris, field service 
supervisor. Mr. Harris also addressed 
a breakfast meeting of the Colorado As- 
sociation of Life Underwriters. He 
stressed the importance of getting back 
to life insurance fundamentals—selling 
protection first rather than income. 





“Ad” Campaign Announced 
DENVER, Jan. 24.—More than 60 
agents from five western states met 
here for the annual sales convention of 
the American Life. The outstanding 


‘ leature of the session was the announce- 


ment by President C. W. Helser that 
the company will launch an extensive 
advertising campaign. 





Repass Heads Iowa Group 
Fred C. Repass of Waterloo was 
elected president of the Iowa Agents 
Association of the Northwestern Mu- 


; tual Life at its annual meeting in Fort 


Dodge. C. W. Haines, Des Moines, is 
Vice-president;.R. D. Buss, Centerville. 
Secretary-treasurer. The 1936 conven- 
tion will be held in Ottumwa. 

The C. R. Garrett agency of Fort 
Dodge was host. M. J. Cleary, presi- 
dent; Grant L. Hill, director of agencies, 
and W. R. Chapman, assistant director, 
Were the home office representatives in 


| attendance, 





Hold Meetings in August 


The Bankers Life of Des Moines will 
lold its senior school of instruction at 
Banff, Can., Aug. 12-13, and the Pre- 
mer Club school of instruction there 
Aug. 14-17, inclusive. There will be 
Side trips to Lake Louise, Yoho Valley, 
Emerald Lake and Victoria. 








Says 1934 Results for Companies in 
Aetna Life Group Were Best That 
He Has Ever Known 





The Aetna Life and its affiliated com- 
panies had the most satisfactory results 
in 1934 he has ever known, President 
M. B. Brainard told 125 Michigan Aetna 
agents at a luncheon given in his honor 
in Detroit by H. K. Schoch, general 
agent of the department and J. F. Hor- 
ton, manager for the fire and casualty 
companies. Mr. Schoch was toastmas- 
ter. Mr. Brainard paid tribute to both 
the general agency and the branch office 
in Detroit for their excellent showing 
the past year. Other speakers were H. 
W. Florer, Grand Rapids general agent, 
and Mr. Horton. 

Mr. Brainard also spoke in Chicago 
at the annual sales congress of the R. 
S. Edwards general agency. 

“The volume of new business was 
satisfactory, the casualty lines enjoyed 
one of their best years on the underwrit- 
ing side and a good year from the pro- 
duction standpoint, while the two fire 
companies had the best year in their his- 
tory, with the loss ratio abnormally 
low,” Mr. Brainard said. 





Hold Convention in August 


The first annual convention of the Wil- 
liam Montgomery Quality Club of the 
Acacia Mutual will be held at Wash- 
ington in August. At that time the cor- 
nerstone of the new Acacia building will 
be laid. W. B. Vennard of the Houston 
branch is president of the club this year. 
The vice-presidents are E. J. Warshell, 
Chicago; C. D. Vawder, Indianapolis; 
C. A. De Vinney, Jersey City, and E. 
M. Barr, Youngstown, Pa. 


Great-West Life Outing 
A convention and outing in Bermuda 
in April, 1936, is offered by the Great- 
West Life to agents qualifying in a 16 
months’ period, the new $100,000 club 
being initiated in this campaign. 








Lamar Life Convention 
The Lamar Life of Jackson, Miss., is 


holding its annual convention of district ' 


managers and general agents at the head 
office this week. 


Bankers Life Meet Feb. 7-8 


Earlier plans for two sectional agency 
meetings made by the Bankers Life of 





Nebraska have been discarded in favor 
of a meeting of the entire group to be 
held at Lincoln, Feb. 7-8. 


Van Arsdall at Los Angeles 


Dr. G. B. Van Arsdall, field instruc- 
tor Equitable of New York, spoke on 
“A forward look just ahead and into the 
future” to the Life Insurance Managers 
Association of Los Angeles. 








El Capitan Club Meeting 


The El Capitan Club of the Cali- 
fornia-Western States Life will hold its 
annual convention at Victoria, B. C., 
in August. 





Policy of West Virginia 
Is Outlined by Official 


Deputy Insurance Commissioner Har- 
lan Justice of West Virginia states that 
regardless of what his predecessors in 
office decided in the way of depart- 
mental policy, the present commis- 
sioner has taken a very definite stand 
in requiring that all companies organ- 
ized under the West Virginia laws shall 
be licensed in every state in which they 
operate. West Virginia is one of the 
few states that does not allow its own 
companies to write business in other 
states unless they are licensed there. 
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1934 
Was Another Year of Progress 


for 


The Ohio State Life Insurance Company 





Paid-for Production 34%. 





The Company Increased Its: 
ASSETS 
SURPLUS 
me) ee cass on nxn mm 
GOVERNMENT BONDS 
PAID-FOR NEW BUSINESS 
AND 
INSURANCE IN FORCE 


The Paid-for volume of new business produced in 1934 
by all companies was 9% more than the amount produced in 
1933. The Ohio State Life Insurance Company increased its 


A CONTINUED PLEDGE 
“SAFETY AND SERVICE FIRST” 


THE OHIO STATE LIFE 
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Angus O. Swimk 
President 


FORWARD IN 1935! 


Closing 1934 with broad gains and in strong condition—more liquid than 
at any time in history—Atlantic Life moves forward in 1935. To the public 
this Company offers a complete line of participating and non-participating 
policies at low cost. To the men in the field Atlantic gives generous equip- 
ment and whole-hearted home office co-operation. The months ahead in 1935 
spell PROGRESS and OPPORTUNITY in large letters for the Company and 
its progressive underwriters. 


Atlantic Life Insurance Co. 


RICHMOND, VIRGINIA 


William H. Harrison 
Vice-Pres. & Supt. of Agencies 
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TERRITORY — 














We recognize geographical handi- 
caps and compensate accordingly. 
Zoning territory was just another 
proof of our belief that representa- 
tives deserve a fair deal. It is another 
reason why our agent turnover is far 


below average and why our General 







Agencies are permanent. 







Your inquiry concerning zoned territory 


or a permanent General Agency is invited. 











LINCOLN, NEB. 








Facts About Protective Life 


(Excerpts from 27th Annual Statement to Policyholders) 


paid $11,405,825.46 to policyholders 
and beneficiaries. 
* x 


Protective Life has over eight and 
one-half million dollars of assets, and 
owes no borrowed money of any kind. 
During the four years of the depres- 
sion it has met promptly and at par 
every obligation and in addition has 
made some conservative new invest- 
ments each year. 


* * * 


It writes both participating and non- 
participating insurance. Its low cost 
non-participating policies become par- 
ticipating when paid up, thus giving 
the policyholder the advantage of a 
guaranteed low cost during the pre- 
‘ . mium-paying period and the partici- 

It has and will continue to cooperate pation in dividends when paid up. 
with President Roosevelt and such * * * 
recovery agencies as the NRA, and 
Home Owners Loan Corporation. 


* * * 


Because, unfortunately, some un- 
scrupulous persons advise policy- 
holders to drop their old insurance 
to take new, it is appropriate to re- 
peat the warning we have frequently 
given in the past: Do not drop a 
policy in any legal reserve life in- 
surance company for one in Protec- 
tive Life. Do not drop a Protec- 
tive Life policy for one in any other 
company. Any person who induces 
you to drop a legal reserve policy 
usually has his own interest in mind 
and not yours. Before taking any 
action, get the proposition in writ- 
ing and then submit it to the Super- 
intendent of Insurance of your state. 


Protective Life is not now and never 
has been affiliated with any other in- 
stitution. 

* * * 


The reserves set aside for its pol- 
icyholders are in excess of legal re- 
quirement and are further strength- 
ened by its unusually large capital, 
surplus and contingency reserves. 


* * * 


Since its organization in 1907 it has 
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Value of Time Control Told 


Stuart Smith, Connecticut General, Tells 
Philadelphia Managers That They 
Should Have Supervision 








The value of time control in starting 
new agents off on the right path and in 
increasing the production, efficiency and 
morale of old agents was expounded by 
Stuart Smith, general agent Connecti- 
cut General, at the January luncheon- 
meeting of the Managers Conference of 
the Philadelphia Association of Life 
Underwriters. 

“Men are made not born in this busi- 
ness,” declared Mr. Smith. “It has been 
my experience that good men, who must 
be managed, can make $10,000 a year 
in this business. That man may make 
nothing by himself. We don’t have to be 
taught what to give the agent but how 
to give it to him. It is not enough to 
tell him what he needs. He needs many 
things. Principally, possibly, he needs 
to learn to operate efficiently. 

“We all believe a man should control 
his time. I have had success with men 
who used it and as long as they used it. 
If all our men understood time control 
and used it, we’d be well off.” 

Life agents are salesmen just the 
same as those selling other commodi- 
ties, said Mr. Smith, and “if they were 
able to interpret time control system, 
they wouldn’t need us. It’s our job, 
not theirs, to control their time. An 
agent must have a certain minimum 
number of new prospects, calls and in- 
terviews. If he keeps up those certain 
number of minimums, he will sell a cer- 
tain amount of business. If he starts 
slipping on one of those minimums, he 
might not know it. 


Has Simple System 


“I have learned that the activity of 
today means the paid business of to- 
morrow. The ideal agent should do a 
lot of things that he won’t. He doesn’t 
like to keep records and can’t under- 
stand them anyway.” 

Mr. Smith said that he had worked 
out a simple system to control a man’s 
time. Each agent in his office fills out 
a daily report which asks the following 
information: Number of new prospects, 
number of calls, number of interviews, 
number of illustrations or programs, 
number sales attempts, hours in field, 
and hours in the office. 

His standard for perfect performance 
is eight new prospects a week; 35 calls, 
22 interviews, three programs, eight 
sales attempts, 25 field hours, and ten 
office hours. 


Analyzes Daily Reports 


Every week Mr. Smith gives a per- 
sonal message to each man on the par- 
ticulars contained in the daily report. 
“The agent can be writing business but 
can still be slipping. We catch it imme- 
diately. The report gives me his indi- 
vidual tendencies in this performance 
specific. It also gives me the agency 
trend which indicates what the agency 
needs. In reference to new men, it’s a 
marvelous thing. 

“Tt won’t eliminate slumps all together 
but it almost will and it does shorten 
them to a minimum. It makes the 
agent feel better, too, because you show 
him just why he is slipping. 

“When I came to Philadelphia, the 
average new prospect per man was one. 
I tried everything. I had a big stamp 
made ‘New Prospects’ and stamped 
everything. By October I had it up to 
ve ” 


Mr. Smith said that he had had 
trouble selling his time control system 
to the older men. Finally he told them 
that it was costly and that he couldn’t 
afford to give it to all of them at once. 
He would start with five men. He did 






j wanted to get in, he told them ¢ 
he was filled up and that maybe | 
could take them on in 30 days. Final 
they all wanted to get in. Now { 
make daily reports. 

Every three months Mr. Smith god 
through the agents’ records and grad 
prospects. Then he has an agen 
“burn” up all C prospects. Every g 
months he goes through their repo 
and then gives the agents memorandy 
something like “You called on Mr, § 
and-So on such-and-such date. He saif 
to come back on this date and he’d tak 
so much on this policy. His name has! 
appeared since. Why?” 


Easier with New Men 


Mr. Smith said that “if you get th 
number of new prospects up and cul 
out the poor prospects, you'll get a big 
production bulge.” Replying to a que. 
tion from the floor, he said that “yq 
don’t have that old man problem wit 
new men. He starts on that time con 
trol base and never gets off it. Whe 
this thing works, you get very con 
sistent production. A man will ge 
steadier and produce each month.” 


Slack Elected at Kansas City 


The General Agents & Managers As. 
sociation of Kansas City, Mo., has been 
incorporated and W. J. Slack, Metro. 
politan, has been elected president of the 
new organization. Ed Hasek, Nationa 
Life of Vermont, was made vice-presi- 
dent, and A. H. Nelson, Federal Life of 
Chicago, secretary-treasurer. Ce 
Scott, Massachusetts Mutual; R. J. 
Wetzel, Pacific Mutual; Willard Ewing, 
Provident Mutual, president Life Un- 
derwriters Association of Kansas City, 
and Sam C. Pearson, Northwestern Mv 
tual, were named directors. 

John M. Holcombe, Jr., manager of 
the Sales Research Bureau, spoke on 
“Life Insurance Week,” May 13-18. 
General agents and managers can, Mr. 
Holcombe believes, count on company 
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cooperation in eliminating unfit under- ag 
writers. He cited the success of con- held ’ 
pany cooperation in eliminating twisting C. D 
as proof of his contention. Bacio 
“We thought 13 years ago we could rove 
find out how to select agents,” Mr. Hol- von, 
combe observed, “but now all we are page 
willing to say is, ‘Be Careful.’ Since we yon x 
haven’t found out, the next best thing is ob 
to tell you who the law of averages act 
shows is a poor man to keep after 4 seal 
trial. Studies reveal that if a man does re 
n’t get started in three months, he is not Brail 
likely to, and even if he does, he wont Mutu 
be a good man. One study revealed “Peac 
that 59 percent of 1,226 underwriters Th 
produced 93 percent of the business soli , hie 
in their first three contract months.” Swill 
lahan 
Elect San Antonio Officers aoe 
The San Antonio, Tex., Managers & topic 
General Agents Club elected new ofi- distri 
cers and voted to secure the services of@ owa 
special man to enforce its part time ing t 
agent rule. Officers elected are: B. A. In 
Wiedermann, Union Central Lilt, will 
president; R. H. Smith, Great American hees, 
Life, vice-president; W. L. Nash eral 
Northwestern National Life, secretary surar 
treasurer. Directors: Robert Cherry, “Thi 
Bankers Life; Claude Fuquay, Franklin be t 
Life; D. J. Farrell, Pacific Mutual Life: presi 
Lucien Jones, Amicable Life; and B. Vivie 
L. Gulley, Great Southern Life. Life 
icyhe 
Wichita Group to Incorporate he 
The Wichita Life Managers & Get eh 
eral Agents Association is taking ste? i 
to incorporate and form a permane? pra 
organization. Clayton Mammel, Fart Rieh 
ers & Bankers, president of the present lined 
organization, reports that the associ# fron 
tion will take an active part in promo Lega 
tion of a new insurance code for be = 
state and will make a study of gener cant 
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NEWS OF LIFE ASSOCIATIONS 









Puts a Ban on Part-Timers 
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ri-City Life Underwriters Associations 
Clamp Down the Lid on 
Their Members 











The Davenport, Ia., Association of 
ife Underwriters several years ago en- 
ered into an agreement which obligates 
s membership to discontinue part-time 
gents in the tri-city area. This has 
ever been abrogated but the officers 
state that it is common knowledge that 
some members are still employing part- 
ime agents. 

A new resolution has been adopted 
eafirming the agreement and stating 
he use of part time agents materially 
ncreases sales resistance. Many cases 
are developed by the full time agents 
but are prevented from being closed by 
he edging in of the part time men. The 
resolution states that the use of part 
ime agents is a form of unfair compe- 
tition and is discrediting the full time 
people. 

Therefore, the association requests 
that its members furnish a list of their 
agents not later than Feb. 1. All mem- 
bers employing part time agents will 
terminate such contracts not later than 
May 1. The resolutions apply to Daven- 
port and Bettendorf in Iowa, Rock 
Island, Moline, East Moline, Silvis and 
Watertown in Illinois. The Davenport, 
Rock Island and Moline associations 
held a joint meeting Jan. 24 with E. W. 
Brailey of Cleveland, general agent of 
the New England Mutual, as speaker. 
His subject was, “Prospecting for 1935.” 
_ & £ 


Indiana Life Sales Congress 














Plans Are Consummated for the Meet- 
ing to Be Held Saturday in 
Indianapolis 





Among the speakers at the Indiana 
Life Insurance Sales Congress to be 
held Saturday at Indianapolis are C. 

Doyle, superintendent of agencies 
Reserve Loan Life; C. C. Robinson, 
editor “Insurance Salesman,” and 
Vivian Anderson, Cincinnati, past-presi- 
dent National Association of Life Un- 
derwriters. The sales congress is spon- 
sored by the Indianapolis association. 
H. E. Nyhart, president Indianapolis 
association, will welcome the delegates 
frem all parts of the state. E. W. 
Brailey, general agent New England 
Mutual Life in Cleveland, will talk on 
‘Peace of Mind.” 

The feature of the morning session is 
a series of sales clinics. C. C. Doyle, 
will discuss “Prospecting.” J. G. Cal- 
lahan, St. Louis, secretary National as- 
sociation, will discuss “Sales Presenta- 
tions.” “Approaches in the Sale” is the 
topic of C. C. Robinson. J. M. Keplar, 
district supervisor Bankers Life of 
towa, Elkhart, Ind., will discuss ‘“Clos- 
ing the Sale.” 

In the afternoon a general session 
will hear three addresses. C. H. Vor- 
fes, general counsel, Connecticut Gen- 
eral Life, will talk on “Selling Life In- 
surance Through Income Settlements.” 
his Business ef Life Insurance” will 
e the subject of A. L. Dern, vice- 
President Lincoln National Life. C. 
Vivian Anderson will discuss “Selling 
Life Insurance by Servicing Old Pol- 
\cyholders.” 


ann Angelo, Tex.—At the January 
frets ing, the association adopted by- 
tae. as outlined by the National associa- 
bn Falah daar for conducting its annual 
Riehl ership drive and endorsed T. M. 
ans, Memorandum,” which out- 
tienes the “Three Basic Problems Con-' 
io ed the Field Forces of American 
Pr Reserve Life Insurance and Sug- 
— for their Solution,” and in ad- 

n very emphatically endorsed a 


Vash Young’s Wheeling Visit 


Well Known New Yorker Had a Busy 
Day in His Sojourn in 
West Virginia 








Vash Young, super-salesman, life 
agent, author and philosopher, of New 
York City, addressed the largest meet- 
ing in the 25 years of the Wheeling Life 
Underwriters Association, Friday even- 
ing, talking to an audience of nearly 
1,000. The Wheeling men planned a 
public meeting at the largest dining hall 
in the state. 

Mr. Young got a doubly cordial wel- 
come as the day marked his 46th birth- 
day and his wife is a native of Wheel- 
ing. He spoke for an hour on “Go- 
Giving vs. Go-Getting” and in plain, 
simple, direct fashion outlined his phil- 
osophy of life, love, and unselfishness, 
courage and loyalty, right-thinking as 
the secret of right living. 

Mr. Young arrived in Wheeling at 
10:00 a. m. and had a busy day. He 
autographed his books at a local book- 
shop which kept him busy for two 
hours. At 2:30 he had an hour’s busi- 
ness conference with the association 
members and at 6:15 he was ready for 
the evening meeting. C. Loring Van 
Camp, president of the association, pre- 
sided and the speaker was introduced 
in a glowing tribute by Judge Frank 
W. Nesbitt, leader of the West Virginia 


bar. 
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Expect 1,200 Underwriters 
Will Attend Texas Meets 


It is expected that 1,200 life under- 
writers in Texas will attend the three 
sales congresses to be held January 
29-31, in Houston, Dallas and San An- 
tonio by the Texas Association of Life 
Underwriters with the local organiza- 
tions acting as hosts. 

Five outstanding speakers will ap- 
pear on each program: Theodore M. 
Riehle, president of the National Asso- 
ciation and associate New York City 
general agent for the Equitable Life, on 
“Your Place in the Business Recov- 
ery”; C. C. Day, Oklahoma City gen- 
eral agent Pacific Mutual, on “A Phil- 
osophy of Living’; Alexander E. Pat- 
terson, Chicago general agent Penn Mu- 
tual Life, on “Organized Selling.” Dix 
Teachenor, million dollar producer for 
the Kansas City Life in Kansas City, 
on “Insurance Tips’; Paul Speicher, 
managing editor Insurance Research & 
Review, on “America’s Best Financial 
Friend—Life Insurance.” 











qualification law for life agents. 





kk Ok 
Haley Gives Addresses 


Alvin T. Haley, general agent of the 
Massachusetts Mutual Life in North 
Carolina, addressed the annual “Ap- 
plication Day” luncheon of the Phila- 
delphia Life Underwriters Association 
Jan. 16. He also was one of the speak- 
ers on the program of the sales congress 
of the District of Columbia and Balti- 
more associations in Washington Jan. 
18. His topic on both occasions was 
“Streamlined Production.” 


Mobile, Ala.—J. C. Montgomery, Massa- 
chusetts Mutual Life, has been elected 
president, Other officers are: R. C. Ward, 
Pan-American, vice-president; W. S. 
Black, Massachusetts Mutual, secretary; 
J. E. Spottswood, Reliance Life, treas- 
urer; H. K. Toenes, Penn Mutual, na- 
tional committeeman. The directors are 
E. A. Zelnicker, Union Central; H. W. 
McClure, Jr., Metropolitan; C. W. Moss, 
Mutual Life of New York; R. B. Tapia, 
Prudential; L. D. Dix, Penn Mutual; 
Frank Powell, Volunteer State Life; 
Lawrence Zacharias, Prudential. 

* * * 

Chiecago—Thrift must be established as 
a mode of living and not a passing epi- 
sode of life, Paul Speicher, Research & 
Review Service, told a joint meeting of 





the Chicago association and Chicago 
Cc. L. U. chapter, at which T. F. Law- 
rence, manager Reliance Life and presi- 
dent of the association, presided. New 
Chicago C. L, U. men and women were 
introduced by President A. J. Johannsen 
of the chapter. Frederick Bruchholz, 
agency director of the New York Life 
and vice-president of the chapter and 
the association, arranged the meeting as 
chairman of the program committee. 

E. B. Thurman, general agent New 
England Mutual, has been appointed 
chairman of the speakers bureau and E. 
B. Dudley, life and casualty department 
manager Travelers, appointed chairman 
for the sales congress to be held in Chi- 
cago about May 1. It is planned to have 
a number of prominent life insurance 
men as speakers. F. T. Platka, mana- 
ger Metropolitan, was appointed ehair- 
man of the greeters committee. 

“se is 

Berkshire County, Mass.—Harry Bar- 
low, general agent of the Connecticut 
General in Springfield, Mass., was the 
speaker this week. Leon L. Riche of the 
Berkshire Life is president. 

* *K * 

Colorado—The annual sales congress 
will be held in Denver March 15. One 
of the principal speakers will be T. M. 
Riehle, president National association. 
A special committee is drafting a ques- 
tionnaire for submission to all managers 
and general agents seeking reactions to 
various plans for correcting the unfit 
and part time agent evil. 

* 

Marshalltown, Ia.New officers are 

Oliver Mabie, president, succeeding Harry 
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Van Hemert; C. A. Newcomer, vice-presi- 
dent; C. C. Atwood, secretary-treasurer, 
and F. C. Reed, national committeeman. 
“=.= 2 

San Francisco—J. A. Grennan, Jr., 
prominent attorney, spoke on “Commun- 
ity Property Law in Relation to Life 
Insurance.” ‘The meeting was in charge 
of the C. L. U. section, headed by W. J. 
Lennox, New England Mutual Life, who 
presided. The February and March meet- 
ings will be staged by the personal pro- 
ducers’ section and the general agents’ 
and managers’ section, respectively. 

With the full quota of enrollment set 
by the educational committee of the as- 
sociation, the training course for ad- 
vanced life underwriters opened Jan. 23. 
C. W. Peterson, manager Phoenix Mu- 
tual Life, spoke on “Life Insurance Sales- 
manship,” and R. R. Nelson, secretary ef 
the retirement system of the city and 
county of San Francisco, on “Old Age 
Pensions.” 

a. 2 2 

East Bay (Oakland, Cal.)—J. J. Stegge, 
general agent Lincoln National Life, was 
elected president; George Mortensen, 
Equitable Life of New York, and J. L 
Taylor, Connecticut Mutual, vice-presi- 
dents, and M. B. Marks, Travelers, sec- 
retary-treasurer. Directors are J. A. 
Carlson, Northwestern Mutual; R. E. 
Flackus, New World Life; L. G. Camp- 
bell, Pacific Mutual; C. G. Keehner, Mas- 
sachusetts Mutual; L. H. Brinkman, New 
York Life, and George Brown, John Han- 
cock. 

To conform with National association 
by-laws, those officers will serve only 
to June 30. 
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s in Michigan 


Ohio and Illinois 


Men of character and 


ability, who are anxious 


to represent a strong Mid-West Mutual Legal 
Reserve Company, are invited to correspond 
with us relative to open territory in Michigan, 


Ohio and Illinois. 


Guarantee Mutual Life, now in its Thirty-third 
year of successful operation, with substantial 
increases in Assets and Surplus, offers an up- 


to-date Agency contra 


ct with liberal first year 


commissions and vested renewals. 


For further details write to 


our Agency 


LIFE 


ORGANIZED 190! 





Department. 


COMPANY 


OMAHA, NEBR. 


ASSETS OVER $16,500,000.00 
SURPLUS OVER 2,500,000.00 
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"There's a Pacific Mutual Plan That Fits" 


MODIFIED LIFE 
TERM EXPECTANCY 
: LIFE EXPECTANCY 


3 MODERN—LOW COST—NON- 
PARTICIPATING POLICIES 


Ideal wherever a protection need has been created by 


Current Personal Indebtedness 
Mortgage Indebtedness 

Business Obligations 

Need for Business Expansion 
Estate Impairment 

Increased Family Responsibilities 
Estate Tax Requirements 


Founded 1868 


facilic Mutual Life 
/nsurance Company srauraxz 


Assets 
Over $198,000,000 


Home Office 
Los Angeles, California 
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INSURANCE 


THE UNITED STATES LIFE [NSvRANc 
Organized 1850 In the City of New York Non-Participating Policies Only 
Over 80 Years of Service to Policyholders 
Good territory for personal producers, under direct contract 
HOME OFFICE: 156 Fifth Avenue, New York City 














Do your fellow agent a good turn—get him acquainted with 
The National Underwriter, the real insurance newspaper. 











Code Hit by Many Minor Criticisms 


(CONTINUED FROM PAGE 1) 





Illinois companies, but the long range 
effect is good. The code puts burdens 
on outsiders as well. 

The proposed changes, he said, were 
discussed with the insurance depart- 
ment staff and most all were ironed 
out. He hoped that further considera- 
tion of the remaining points would re- 
sult in agreement. He said a confer- 
ence of all Illinois companies had ap- 
proved the committee’s suggestions. He 
thereupon offered 95 sheets, each one 
containing a proposed amendment, with 
an explanation of the effect sought. 

James P. Sullivan, who was present, 
desired to have them read, so that those 
present could see what they were. This, 
however, was passed over by giving Mr. 
Sullivan a copy. 

The amendments submitted by Mr. 
Abels did not include any suggestion 
relating solely to group or industrial. 
The amendments were arranged in 
order beginning with section 2, page 2, 
and running to section 427, page 420. 


Increase Municipal Limit 


Many amendments were offered to 
change the language of sections 64 and 
65, on advertising and writing of un- 
authorized companies, so as not to sub- 
ject legitimate and current business 
practices to the penalties of the sec- 
tions. 

A change from 5 percent to 7% per- 
cent as the limit of municipal bonds in 
a company’s portfolio was suggested 
in section 66(c). Another change was 
suggested giving a company a year in- 
stead of six months to dispose of a se- 
curity that becomes in default. Under 
section 69(e) it was proposed to give 


the director discretionary power to de-({ 


termine whether real estate should be 
ordered sold. 

Section 82, prohibiting long term con- 
tracts and pensions for agents or offi- 
cers, is proposed to be amended by per- 
mitting pensions under a regularly es- 
tablished retirement plan adopted by 
the board of directors. 

A new paragraph is offered for sec- 
tion 91, to forbid defamation of any 
company by false criticism or false 
statements. 


Exempt Life Agents 


Exemption of life agents from exami- 
nation on license renewal and also 
from the resident agent law, section 
157-158, was recommended. It was de- 
clared that the resident agent require- 
ment would be a severe handicap on the 
agents of Illinois, especially those liv- 
ing near the borders. The exemption 
on resident agents is also suggested in 
section 174. 

An effective change in section 195(b), 
on advisory rating counselors, would re- 
fuse a license to such rating counselors, 
“if such advisory rating counselor so- 
licits or accepts advertising or compen- 
sation for services from companies so 
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grouped, rated or classified, or propos 
to be grouped, rated or classified.” 

Restriction of the retaliatory law , 
companies of the same class as the Ij 
nois companies discriminated against y 
other states is proposed in section 2 

Establishment of annuity reserves q 
the American Experience 3% perce 
table was considered too drastic, an 
3% percent was suggested instead. Thy 
reason offered was that the interey 
rates are not likely to remain at pre 
ent low levels. An entirely new par 
graph for the valuation of disability 
benefits was offered, in place of the ox 
found in the code. The suggested re. 
quirement is very close to that in Cap. 
ada. 

The joint proposals on section 2% 
which forbids a company anywher 
from writing participating and nonpa. 
ticipating policies if licensed in Illinois 
would considerably modify the rigor ¢ 
the proposal as printed. The ament. 
ment offered would limit the  Illinos 
regulation to business written in Illi 
nois. Furthermore it would allow both 
participating and nonparticipating in the 
same company, if at least 90 percent o 
the profits on the participating policy 
inured to the benefit of the participat- 
ing policy. This in particular woul 
allow mutual companies to write nop 
participating, and} not absolutely ba 




















stock companies from writing both 
The code provision requiring annual re. 
ports of the profits of both classes wa 
left standing. : ; 

It was proposed to strike out section 
222, which forbids mutual companies 
authorized in Illinois to issue nonpar- 
ticipating annuities in that state, to 
enable them to compete with stock con- 
panies. 

Some Policy Changes 

The requirement of cash surrender 
values on dividend additions, section 
223 (5) would be stricken out by the 
joint proposal. Some companies grant 
such values and others do not, but the 
only effect would be to require a spt 
cial policy in Illinois. The joint pro- 
posals would also allow freedom to 
state in the policy the options for appli- 
cation of dividends, instead of giving By 
the assured 90 days, and then enfore- 3 
ing the extending insurance option if the 
insured makes no selection. 


Lighten Notice Requirement 


Section 225, forbidding the forfeiture 
of any policy within one year after the 
falling due of any premium, unless n0- 
tice of the due date had been sent to 
the assured not less nor more than % 
days in advance, should be stricken out, 
according to the proposals of the com- 
panies. The striking out of section 226 
was also suggested. This requires no 
tice ot expiry of extended insurance. 

Striking out the limitation of 75 pet 
cent on first year commissions was pf0- 
posed. It was suggested that the ovet- 
all limit on acquisition expense woul 
take care of the commission rates. Sec- 
tion 238A, forbids an acquisition cost 
above 100 percent of the first years pre 
mium. 





AETNA-TRAVELERS | 











Flat announcement of a determination 
to prevent life companies from writing 
compensation and liability stopped At 
torney Andrew F. Gates of Hartford be 
fore he had fairly got started. Mr. 
Gates came to Chicago as the represel 
tative of the Travelers and the Aetna 
Life. At the life insurance hearing he 
started out showing that those com 
panies had been transacting liability and 
compensation insurance in all the states 
for 40 years. He referred to section 4 
defining the kinds of insurance tha 
could be written by the various com 
panies. Senator Barbour of the com 
mission remarked that this was esse? 
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tially the same as the old but Mr. Gates 
said the old had qualifying clauses. Mr. 
Palmer then said it would probably save 
time to make it clear that it was the 
determination of the deparment to sep- 
arate the liability and compensation 
business from life. 


Department’s Own Idea 


Further discussion brought out the 
fact that the Travelers and the Aetna 
have the corporate set-up to handle 
these lines according to the code. Mr. 
Gates brought forward the fact that ac- 
cident insurance is permitted both life 
and casualty companies and the courts 
rule that liability and compensation are 
accident insurance. Mr. Palmer re- 
peated that it was the intention to sep- 
arate the liability from the life. While 
there may be some ambiguities, this 
will probably mean an amendment. The 
only actual prohibition of compensation 
to life companies is in the listing of 
compensation under casualty and the 
provision that a company shall make no 
insurances not specifically enumerated 
in its present class. The question 
would be whether accident insurance, 
included under life, would constitute an 
enumeration of liability and compensa- 
tion, under the court decisions ruling 
that they are accident insurance. 

Mr. Gates asked if there was any 
opposition to the two companies writing 
liability and Mr. Palmer replied that no 
one had spoken about it, that it was a 
department idea. 





AGENTS’ LICENSES 











Charles B. Stumes of Stumes & Loeb, 
general agents Penn Mutual, Chicago, 
appeared for the life men at the hear- 
ing on agents and brokers. He ob- 
jected to a proposal of the brokers to 
make examinations compulsory before 
granting a license. He pointed out that 
the modern life insurance company puts 
its men through a considerable course 
of training. While they are being 
trained they are out soliciting, as part 
of the training. Therefore if they had 
to pass an examination before they 
could be allowed to solicit, the agency 
development would be seriously inter- 
fered with. Director Palmer also ob- 
jected to compulsory examinations. 

James P. Sullivan, Chicago, appeared 
as a representative of himself and the 
people of the state of Illinois. He said 
he was interested only in the life in- 
surance licenses. He would exempt 
from the license requirement brokers 
who are paid by the buyer. He also 
demanded that executive special agents 
or traveling employes should not be ex- 
empted from the license requirement. 
He declared that on the other hand they 
should be even better qualified than the 
brokers. The exemption is in section 
151(b)2. 

Permit Bankers to Sell Life 


A point that led to considerable ar- 
gument was Mr. Sullivan’s suggestion 
that bank officers everywhere should be 
allowed to sell life insurance. He said 
there were no better qualified men than 
officials of banks. . 

Mr. Palmer asked if the agents were 
not entitled to protection against com- 

pulsion in competition. Someone re- 
neniiea that if there had been better 
bankers there would have been fewer 
failures. The point that the private 
profit of a banker on an insurance com- 
mission might lead into undesirable 
loans was not brought up. 








ASSESSMENT LIFE 











Two assessment companies had rep- 
resentatives at the life hearing, the 
Bankers Mutual of Freeport and the 
Inter-State Reserve of Chicago. 

Earl Hodges of the Bankers Mutual 
took up section 251, on reserves, and 
pointed out that the assessment com- 
panies were put on the American Ex- 


perience table at 3% percent, and sug- 


gested that this was more stringent 
than the requirement set up for old line 
companies. He said the old line com- 
panies were permitted to use the Amer- 
ican Men table and the fraternals, 
which fundamentally do not differ from 
the assessment companies, have the 
privilege of using other tables. He sug- 
gested that an assessment company be 
allowed to use any table selected by the 
insurance department. R. Haffner, 
actuary of the department, asked if he 
realized that the American Men table 
called for a higher reserve than the 
American Experience. In a many sided 
discussion Mr. Haffner said that they 
were not greatly opposed to giving the 
assessment companies the privilege of 
the American Men table, but such 
companies needed the mortality savings 
of the American Experience at the 
younger ages and that was another rea- 
son why he thought it better to limit 
them to the American Experience table. 
Apparently this was not unsatisfactory 
to Mr. Hodges, when he realized that 
the American Men called for a higher 
reserve. 

Objection was also made to the re- 
quirement of an assessment clause in 


ments. He said there was 
for an assessment clause with adequate 
reserves. 

Section 248 gives the assessment asso- 
Ciations only one year to raise the sur- 
pius required by the code. Mr. Hodges 
pointed out that the fraternals were 
given 10 years. He thought five years 
would be sufficient for his company, but 
Saw no great objection to giving the 
assessment companies the same consid- 
eration as the fraternals. He said that 
section 257 was. not clear and it was 
explained that the intention simply was 
to permit the conversion of an assess- 
ment company to the old line basis 
without reincorporation. 


Had Just One Point 


Charles F. Dickinson, president, and 
Joseph F. Elward, general counsel, ap- 
peared for the Inter-State Reserve Life. 
They had only a question on the mean- 
ing of section 258, which provides that 
except as provided in article 21, the 
assessment life companies shall be sub- 
ject to all the provisions of article 19 
and to the applicable provisions of the 
code. They -wanted to know if this 
meant that assessment companies must 
give cash and loan values, and when as- 
— that it did not they were satis- 

ed. 





MUTUAL BENEFITS 











The mutual benefit associations were 
notable for the differences within their 
own ranks in regard to the code. There 
is no doubt that many of them will be 
put out of business if the code goes 
through and Director Palmer was plain 
about it. He said they were nothing 
but rackets conducted by the operators 
for their ewn profit. The three points 
the department insists upon are section 
305, limiting the death benefits to what 
the premiums will cover, and section 
302, limiting the expense fund to 25 
cents per month per member, and re- 
quiring that expenses be paid out of 
that fund. Putting not less than $2.50 
into the benefit fund from the entrance 
fee is also insisted upon. 


Only Worthy Associations 


The spokesmen present insisted that 
an association could not employ agents 
under the expense limitation provided. 
They were very contemptuous of the 
“barber shop” associations, where the 
“operator” is a barber, a lawyer, or 
some one making his living in some 
other line. The department frankly 
takes the ground that those are the 
only organizations that belong under 
the mutual benefit association law and 
if any one else wants to operate an 
association, to make his living out of it, 
the expense limitation is a necessary 
protection of the funds of members, 





while the limitation of benefits will pre- 


policies issued under the new require-' 
4 
no reason 

























































































Write ‘em the 
COIN-A-DAY way 
You'll Sell ’em 


What? 
INSURANCE! And this of course applies to 
any kind of insurance. Sold more quickly and 
effectively on the COIN-A-DAY Plan than 
any other method. It succeeds in its ability to 
“close’”’ when routine call-backs fail. 


Where? 


In office or home, your entree is assured. 
You’ll experience a receptiveness unlike any- 
thing you’ve known before—because COIN- 
A-DAY stops everyone. Awakens curiosity, 
gains attention and secures immediate interest. 


When? 


NOW! Because COIN-A-DAY meets present 
day requirements. It will aid you to convert 
“half sold’ prospects into policyholders, rein- 
state lapsed policies and write plenty of new 


business. 
Why? 

Because the COIN-A-DAY Plan silences for- 
ever the old alibi—‘I can’t afford insurance” 
or “I’d like the extra protection, but can’t 
even meet my present premium payments 
when they fall due.” It makes the policy- 
holder insurance conscious every day of the 
year. It collects the premium payments so 
easily, the money is willingly saved and 


never missed. 
How? 


The COIN-A-DAY Plan employs an exclusive, 
patented coin-controlled electric clock. It 
serves a practical and useful purpose. Prac- 
tical in that it forces the policyholder to save 
every day. Every 24 hours it shouts at him 
to insert a coin towards the payment of his 
policy. It will continue to shout until he 
does. Thus, painlessly, it collects the pre- 


mium savings. 
Who? 


Everyone’s a prospect—Men, Women, Chil- 
dren! They marvel at the Plan and are 
spurred to BUY—because it’s so easy the 
COIN-A-DAY way. 

There’s merit and soundness to selling the 
COIN-A-DAY way. Hundreds of insurance 
salesmen throughout the country will testify 
to that fact. You will, too, once you try it! 


Cash in on this sensational selling idea. Write 
for complete details. Start writing the COIN- 


A-DAY way and you’ll not only sell ’em but 
keep ‘em sold. No lapses either. Use the 
coupon below. 

COIN-A-DAY, INC. 


328 Schofield Bldg. Cleveland, Ohio 


Coin-A-Day, Inc., 
328 Schofield Bldg., 
Cleveland, Ohio. 


Please send me complete details of the Coin- 
A-Day Plan for selling Insurance. 


Name 


Company 





Address 


City & State 
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In the State of 
Washington- 


we have a good 
general agency 
opening 


Our new general agent’s contract 
is a money-maker for the man 
who writes desirable business. 


Write Lee Cannon, Superintendent of Agencies 
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vent deceit about what the association 
will be able to pay. Mr. Palmer was 
also insistent on another section which 
the “operators” present disliked, namely, 
section 294, permitting change of loca- 
tion, but not change to another county. 
The director declared that part of the 
racket is to get in a lot of members 
with a $5 membership fee, and then 
amend the articles changing the loca- 
tion to a distant part of the state, so 
that the members who have paid their 
fee will drop out. 

Mr. Palmer declared that only those 
honestly conducted at small expense 
can live under the code provisions. He 
told of a Chicago association which col- 
lected $3,700 in five months and at the 
end of that time had $53 in the benefit 
fund, the rest having gone to the offi- 
cers. He said the average payment on 
death claims of a specific group was 
less than $200, while the average of all 
was $345.45, the members expecting 
$1,000. 

Some on Satisfactory Basis 

There are some associations that have 
been operating for a long time and have 
paid every death claim in full, which 
shows it can be done if the money is 
handled for the benefit of members and 
the promises limited to what can be 
paid. 

The points of the objectors that poli- 
cies promising only the benefits allowed 
in the code, which decline after age 35, 
cannot be sold, and that agents cannot 
be hired with the code expense provi- 
sions, got little sympathy. The depart- 
ment has no desire to let the mutyal 
benefit associations hire agents, as that 
is contrary to the principle of this form 
of organization, The operators present 
wanted to use the entire $5 entrance 
fee to pay agents. 





MARCH 1 DEADLINE 











The intention of the Illinois insurance 
department is to cause the proposed 
new Illinois insurance code to be sub- 
mitted to the legislature by March 1, 
according to Insurance Director Pal- 
mer, who gave the principal address at 
the annual dinner of the Chicago Life 
Insurance Lawyers Club, honoring the 
insurance department. 

Mr. Palmer said that those who are 


—= 


steering the code do not intend to ly 
it be “talked to death.” 


Every Phase Treated 


Every function and department 
insurance is treated in the code, he sai 
G. W. Goble and F. G. Dickinson, Un; 
versity of Illinois professors, Mr. Pal 
mer said, should not be referred to a 
the authors of the code. They had; 
large hand in its framing, but the cok 
is a composite effort, he said. Th 
things that the department proposes ty 
do to certain insurance groups should 
have been done long ago, he contended, 
Mr. Palmer said he desires that the Ill. 
nois companies shall be so conducted 
under the law that there will be 1m 
skeletons in the closet. The law must 
be drawn to prevent those who want to 
do wrong from doing so. Mr. Palmer 
said he does not desire to be more ofa 
dictator than he has to be. The insur 
ance department must be given some 
discretion. The code was drawn on the 
assumption that most of the insurance 
directors in the future will be fair and 
honest. It should not be necessary to 
look to Massachusetts, Connecticut or 
New York for leadership in insurance 
supervision and insurance law, he said. 

The meeting was opened by L. A 
Stebbins, president of the lawyers’ club, 
who introduced the presiding officer, 
Judge John M. O’Connor of the Illinois 
appellate court. Brief talks were made 
by R. R. Haffner, actuary of the Illinois 
department; David Kadyk, assistant at- 
torney general and special adviser to 
the department; Frank Young of the 
department; G. A. Fitzgerald of Chi- 
cago, state representative, who is head 
of the legislative code commission, and 
Judge Ross Hall of the Illinois appel- 
late court. 

Col. C. B. Robbins, manager of the 
American Life Convention, gave a talk 
in which he told something of the his- 
tory and tradition of his organization 
and some of its functions. 


Organize at South Bend 


A life managers association was 
formed at a meeting in South Bend, 
Ind., attended by the managers of all 
of the principal companies. O. F. Hel 





vie, Lincoln National Life, presided. 





| Many Jan. 1 Changes Are Listed | 





The various changes made by life 
companies in reserve basis, premium 
rates, dividends for 1935 and interest 
rates, are shown below. Companies 
which have placed annuities on 3 per- 
cent interest basis also are listed. The 
list is: 

TO 3 PERCENT RESERVE BASIS 


Union Central. 

Metropolitan, 

Provident Mutual. 

Continental American. 

New York Life—Additional 3 percent 
policies, 

Fidelity Mutual Life—Effective date to 
be announced later. 


1935 DIVIDEND CHANGES 


Reliance Life—Reduction less at longer 
durations. 
Home Life, N. Y.—Reduction generally, 





with increase at younger ages in force 

several years. 

Connecticut Mutual—10 percent aver- 

age increase. sd 

Equitable Life, N. Y.—Reduction. 

Guardian Life, N. Y¥.—Reduction on 

standard policies; increase on preferred. 

Mutual Life, Can.—Reduction. 

Mutual Life, N. Y.—Revision, about 

Same as 1934 scale. 

National Life, Vt.—About 15 percent 

increase in level. 

New England Mutual—Decrease about ' 

17 percent. 

Northwestern Mutual—Increase 14 per- 

cent. 

Provident Mutual—Same as 1934 scale. 

ae" Coast Life—Decrease to May, 
35. 

Minnesota Mutual—Average increase 

10 percent. 

Aetna Life—Revision. 

Fidelity Mutual—Same as 1934 scale 








diminished by one year’s progression in 


long term plan of increasing dividends 
gradually. 
London Life—Reduction. 


PREMIUM RATE INCREASES 

Aetna Life—New higher participating 
rates on old reserve basis. 

Great West Life—Increase on non 
participating rates; decrease on partici 
pating. 

Columbian National. 2 

United States Life—On non-participat- 
ing policies. ‘ 

Franklin Life—Upward revision. 

Travelers—Increase. 

Connecticut General—Increase. , 
Equitable—Revision, but no genera 
increase, ; ith 
Western & Southern—Adjustment, w! 
some increases at older ages and some 
decreases at younger ages; effective 

Feb, 1. 
3 PERCENT PAR, ANNUITIES 

New York Life. 

Equitable, New York. ; t 
Aetna Life—Participating retiremen 
annuity on 8 percent basis. a 
Bankers Life, Iowa—Has issued 3 pe 
cent annuities for two years. 


Connecticut Mutual—Affecting only 
guaranteed endowment annuities. 
INTEREST RATE REVISION 
Aetna—4.25 to 4 percent. 
Berkshire—4.5 to 4 percent. ap 
Connecticut General—4.25 to 4 nee 


Connecticut Mutual—4.4 to 4.25 per 
Girard—4.5 to 4.25 percent. 
Great West—4.75 to 4.5 percent. 
Guardian—5 to 4.25 percent. P 
Manufacturers—4.75 to 4.25 percent. 
National, Vt.—4.25 to 4 percent 
Provident Mutual—4.5 to 4.25 
State Mutual—4.25 to 4 percent. ith 
Minnesota Mutual—4 percent on vith- 
drawable funds; 4.5 megoqnt if V 
drawal rights not reserved. : 
Columbian National—4 to °% percent 


percent. 
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° C. J. Zimmerman Newark, N. J., agency. - y ; Le 
Zimmerman Agency Awards The runners up for this trophy were > a. aS 

Prizes for Accomplishments the L. D. Fowler agency, Cincinnati, ) > = 

J. H. Thompson, Hartford, J. J. Zim- >: aw > 

The C. J. Zimmerman agency of the Seaman Newark, and W. S. Buck, . \ = > ba 
Connecticut Mutual Life in Newark has . \ " - Ste > 
warded prizes for outstanding accom- ° ° ys A \ _ a 
dlishments in 1934, The leading first- Hold Joint Meeting DIAS // fe \ 
year man was E. C. Rolker, who not Sam C. Pearson, Kansas City, Mo., y - \ 4 
only was one of the five leaders in the | general agent held his 20th annual west- }) 4 - \ 


agency, but also was among the first 
five leaders in the company ranks for 
first-year men. The leading second-year 
agent was Mrs. Olive C. Hanna. G. W. 
Gordon was given the award for con- 
secutive weekly production. The prize 
for agency loyalty went to D. S. Hen- 
derson, one of the old guard in the 
agency. . F. Fismer, who has been 
with the agency for a little over two 
years, has an almost 100 per cent per- 
sistency record. The prize for the 
greatest improvement over the previous 
year was given to H. R. Pott, who 
more than doubled his 1933 record in 
paid business and paid premiums. 

The agency has set for itself a quota 
for 1935 which will represent an in- 
crease of 25 per cent over the 1934 total 
which in turn was 35 percent over 1933 
and an increase of over 500 percent 
since 1931, when Mr. Zimmerman went 
to Newark. 





Banks Figure Is Set 


At the annual agency gathering of the 
Rene P. Banks agency of the Penn Mu- 
tual in Cleveland, it was announced that 
the objective this year would be $6,000,- 
000 of new business. A number of prom- 
inent Penn Mutual general agents were 
present at the sales congress. At the 
banquet the speakers were C. J. Iredell 
of Cincinnati and C. B. Stumes of Chi- 
cago. 





Katz Agency Meets 


PORTLAND, ORE., Jan. 24.—Some 
80 agents of the Mutual Life of New 
York gathered here for a sales confer- 
ence with A. D. Katz, manager. Honor 
was paid Mr. Katz, who is entering his 
30th year as manager. 





Partridge Heads Agents’ Group 


R. W. Partridge of the Nelson & 
Blackmur agency in Boston is now 
president of the Massachusetts Mutual 
Life Agents Association. Mr. Part- 
ridge succeeds W. S. Smith, who re- 
cently was named general agent of the 
Pacific Mutual in St. Louis. In 1934, 
Mr. Partridge led in production in the 
Nelson & Blackmur agency. 


Awards Convention Trips 


Members of his agency who qualify 
will attend the Des Moines convention 
of the National Association of Life Un- 
derwriters in Des Moines next Septem- 
ber as guests of O. G. Wilson, agency 
manager of the Bankers Life of Des 
Moines at Omaha. 


Lawrence Agency Holds Dinner 


NEWARK, Jan. 24—At the annual 
dinner of the Howard C. Lawrence 
agency of the Lincoln National Life A. 
H Hammond, , superintendent of agen- 
és, outlined the plans for 1935. First 
ie for production was awarded to R. 
S. Breck, W. S. Fletcher being second 
in total production and first among new 
men. The Lawrence agency ranked 
among the company’s first ten in 1934. 


Connecticut Mutual Awards 
oe Connecticut Mutual Life has 
: arded the Thompson & Taintor 
Psa Hartford, a certificate for its 
@ servation work in 1934. The W. J. 
asta Springfield, Mass., agency, was 
ag the president’s organization 
tein y for 1934. The organization de- 
i pment trophy awarded to the Stoes- 

agency was won last year by the 


ern Missouri agency meeting for the 
Northwestern Mutual jointly with 
agents in eastern Kansas working out 
of the George V. Metzger agency, 
Kansas City, Kan. 

Edmund Fitzgerald, executive vice- 
president, and R. P. Thierbach, assist- 
ant director of agencies, from the home 
office, spoke. 


Hedges Agency Leads Field 


The H. A. Hedges Kansas City 
agency of the Equitable of Iowa led all 
agencies of the company. Production, 
including brokerage, was well over $4,- 
000,000. Excluding brokerage, the 
agency showed an increase of 53.2 per- 
cent. There were 25 producers, in com- 
parison with 32 in 1933. Average pro- 
duction per man was $157,000. Mr. 
Hedges personally produced $252,775, 
excluding all single premium business. 

The “Victory Dinner,” in recognition 
of the winning agency, will be held Feb. 
2 in Kansas City, with home office ex- 
ecutives of the company acting as hosts. 


Wirt Wilson & Co. Has Good Year 


Wirt Wilson & Co. of Minneapolis 
established a life department March 1, 
1934, under the management of Ray 
Johnson, formerly manager of the 
American Life of Detroit, in charge of 
southwestern Michigan. The depart- 
ment has closed a successful 10 months, 
the Travelers having reported receiving 





some 300 life applications. The depart- 
ment has been majoring in salary 
saving. 


Several Companies Now Use 
6 Months Waiting Period 


NEW YORK, Jan. 24—To guard 
the majority of policyholders against 
possible panic, inspired runs, a number 
of the leading companies which have 
recently adopted new policy provisions 
have included in the latter a clause per- 
mitting the company to defer pav---nt 
of cash surrender or loan values for six 
months instead of 90 days. There is no 
anticipation that this precaution will be 
needed but it was thought wise to have 
this additional safeguard. Policies is- 
sued in Massachusetts, Wisconsin and 
Oregon, which have statutes or depart- 
mental regulations limiting the defer- 
ment period to three months will be 
altered to conform to requirements in 
those states. 


Reliance Life Meet 


The Reliance Life is holding a meet- 
ing of agency managers at Edgewater 
Gulf, Miss., Feb. 5-8. 





Complete Quarter Century 


T. J. Proctor, general agent Pacific 
Mutual Life at Santa Rosa, Cal., and 
Dwight W. Mead, general agent at 
Seattle, Wash., have both completed 25 
years of continuous service. 


J. S. Drewry in Auto Crash 


J. S. Drewry, Cincinnati, state agent 
for the Mutual Benefit, suffered minor 
cuts and bruises in an automobile acci- 
dent near Wilmington, O., last week, 
when his automobile ran off the road. 


Cc. J. Wightman, Waukegan, IIll., agent 
of the Connecticut General Life, has 
completed 30 years of service, while E. F. 





Wightman, his son, has passed his tenth 
anniversary. 
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Jim Watsons 


His ratty may have been lucky, you'll have to judge that for 
yourself. But Jim Watson* never knew how good his life insur- 
ance was. Like many another man he bought a policy he didn’t 
keep up. Two quarterly premiums were paid, the next two were 
taken care of by loans against the first year cash value. When the 
policy lapsed on the anniversary enough of that first year value 
remained to extend the insurance to the following November. 
Jim Watson died October 25 and his wife received the face of 
the policy less only the loan and interest. 

*One of a number of other names would do because such claims are not 
infrequently paid by the Mutual Benefit. 


LIFE INSURANCE COMPANY ¢« NEWARK, N. J. 








Men Wanted — Reliable and Trustworthy Men To Sell 


The United Six-Way Protection Contract 


All in ONE POLICY: 
1. IF YOU LIVE TO AGE 65—it will pay you $5,000. 


2 IF YOU DIE BEFORE AGE 65—it 
IF ANY FATAL 


family $1: 
family 


IF ACCIDENTAL INJURY should totally incapacitate you—it will 
52 WEEKS, and $25.00 per WEEK thereafter. 


you per 
This pays for ONE YEAR or for LIFE. 


IN ADDITION: 
6. IF YOU 


WEEK for 

ONE DAY, ONE 
(Non-Cancellable) 
(Non-Proratable) 


BECOME TOTALLY AND PERMANENTLY DIS. 


will pay your family 35,000. 
ACCIDENT should occur to you—it will pay your 


8. 

0,000. 
4 IF CERTAIN FATAL ACCIDENTS should occur to you—it will pay your 
5. 


ABLED—you 


will be relieved of the necessity of makiag £27 further premium de- 


posits. 


Then at age 65 you will receive $5, 


0, just as though you had 


continued to make deposits yourself. In the event of your prior death 


the FULL FACE VAL 


of the Policy will be paid to your family. 


GENERAL AGENCY AND DISTRICT MANAGER OPPORTUNITIES 


AVAILABLE. 
Write—Agency Department 


UNITED LIFE AND ACCIDENT INSURANCE COMPANY 


Concord, New Hampshire 











OPPORTUNITY! 


Desirable Territory Open for General Agencies. 


THE CAPITOL LIFE 


Liberal Contracts. 


Insurance Company 
DENVER, COLORADO 
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Building the Best Company 


T HIS Company is not interested in any 

opportunity to add to its field force by 
inducing a salesman to quit the service of 
another life company. If a man of another 
company wishes to join our sales force con- 
versations will be started after reference to 
his manager or to his company’s Home Office. 





It is our policy and program to train and 
guide men who have not had previous ex- 
perience in life insurance as our selling asso- 
ciates. This is the way we are building one 
of the best life insurance companies. It is a 
happy and inspiring work in which to be 
engaged. 


CALIFORNIA-WESTERN STATES LIFE 
INSURANCE COMPANY 


O. J. LACY, Pres. SACRAMENTO, CAL. 























Mn 
DENVER 
an Eager Regard for Your Comfort 


Here's a hotel where the western Spirit of Hospitality 

really prevails — where the food is always good 

--where the rooms are always comfortable—and 

where you'll always meet discriminating travelers. 
Park your car in the Shirley Garage 


400 ROOMS from?I3°aday 


SHIRLE 


lanager 
a 
[| | HOME OF STATION K-L-Z HOTE L BROADWAY AT {7h 






























Send 9 cents in stamps for sample copy of 


THE ACCIDENT & HEALTH REVIEW 


The only exclusive accident and health paper published. 
It gives ideas and suggestions that help you sell income protection insurance. 
Address your inquiry to A-1946, Insurance Exchange, Chicago 








AES YOR 
NEWS 


OTT BREAKS RECORDS 

The A. V. Ott agency of the Equitable 
Life of New York, New York City, re- 
ports a 48 percent increase in volume in 
1934, a 44 percent gain in premiums and 
10 percent in cases. Persistency of busi- 
ness increased 11 percent, and average 
production for each agent under contract 
was over seas ‘cata 


W. J. GRAHAM’S LECTURE 

Vice-president W. J. Graham of the 
Equitable Life of New York in his lec- 
ture before the conference on industrial 
relations at Princeton University pre- 
sented a comprehensive review of the 
movements and results in various coun- 
tries in the effort to bring about im- 
proved conditions. There is a widespread 
interest in social legislation. Mr. Gra- 
ham is president of the Insurance In- 
stitute of America. He presented vari- 
ous measures that have been enacted in 
different countries designed to give se- 
curity to employes and their families. 
Included are the plans operated by na- 
tional and state governments as well as 
those sponsored by industry itself, in- 
cluding plans administered by life in- 
surance companies. In speaking of 
needed industrial security, Mr. Graham 
said: 

“As has often been stated, employ- 
ment at fair wages and fair working 
hours under fair working conditions con- 
stitutes the first and the overwhelming 
order of security to the worker. It is 
within the grant of the leaders of indus- 
try, supported by intelligent understand- 
ing from public officials and by proper 
appreciation of society at large, and no- 
tably in harmonious cooperation with 
the workers themselves, to bring about 
this great boon of good jobs for good 
men. I would go further and state that 
industrial leaders who would uphold the 
present order of industrial expansion un- 
der an individualistic and capitalistic 
system can be expected to be not un- 
mindful of a growing public demand 
that a successful industrial state must 
be able successfully to employ industrial 
workers, and, in employing them, work 
with them for the protection of the pay 
envelope.” 





* * OX 
ANALYZING U. S. PROPOSALS 
So many inquiries have been made of 
brokers concerning the various forms of 
insurance championed by President 
Roosevelt in his Congressional mes- 
sages and since offered both in the 
house and the senate through various 
bills, that the Insurance Brokers Asso- 
ciation of New York has urged its mem- 
bers to make a particular study of the 
proposed plans, in order to inform their 
clients intelligently. Coupling of the 
term “insurance” to the measures has 
created considerable popular confusion. 


MONTGOMERY WAS HONOR GUEST 


L. L. Montgomery, life insuranse 
sales consultant who has just completed 
his first year as consultant for the J. S. 
Myrick agency of the Mutual Life of 
New York in New York City, was the 
guest of honor at a luncheon given by 
members of the agency last week in ap- 
preciation of his work in increasing their 
selling effectiveness. 


Ohio Deputy Retained 
R. L. Bowen, new Ohio superinten- 
dent of insurance, has announced the re- 
appointment of L. H. Kreiter as deputy 
superintendent and W. A. Marker as 
financial officer for the department. Mr. 
Bowen also announced Raymond 
Rhoades of the Northwestern Mutual 
Life, Columbus, is appointed assistant 
in life insurance matters. This position is 
provided for in a law passed in 1933, but 
the position was never filled under Sup- 
erintendent Warner. Mr. Rhoades has 
long been active in the affairs of the 
National and state associations of life 















In YOUR own life as well as in 
the jungle, this greatest of all laws 
is ever at work. Today it means 
more than being physically and 
mentally fit—you must be finan- 
cially fit. Especially in old age when 
Nature will test hardest. The old 
man is never a favorite of Nature; 
she handicaps and shackles, then 
tests him. But fit or unfit, the old 
man who is financially secure can 
afford to retire from Nature's 
fight. 

The Central States Life offers 
the three standard retirement in- 
come plans — annuities, endow- 
ments, and insurance with income 
—plus other contracts adapted 
from these three. Our complete 
coverage means a policy to fit the 
needs of any prospect. Have you 
written for your copy of "Field 
Features?" 

Address agency inquiries to 
J. DeWitt Mills, Vice-President 


CENTRAL STATES 


INSURANCE COMPANY 
GEORGE GRAHAM, PRES 


LEE 


SAINT LOUIS 














No Better Territory 


No Better Company 


No Better General Agent’s 
Contract Than Our Service 
Pension Contract 


THE LAFAYETTE 
LIFE INSURANCE CO. 


NY W Lane. fF. L. Alexander 
Secretary President 


W R Smith Field Vice-President 


LAFAYETTE, INDIANA 


———— 











“The Fraternal Digest” is a complete 
policy-rate-dividend-net cost analys 
and report of the fraternal orders an 
mutual life associations. Price $2. Order 





underwriters. 


from The National Underwriter. 
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SALES IDEAS AND SUGGESTIONS 




















Public Demand, Ability to Pay 
Improved, Whatley Says 





i is quite evident that more people 
want to buy life insurance now and are 
in‘position to do so than at any period 
in the country’s history, S. T. Whatley, 
agency vice- president of the Aetna Life, 
declared in a talk at the sales congress 
of the R. S. Edwards general agency 
in Chicago. President M. B. Brainard, 
E. E. Cammack, vice-president and 
actuary; W. H. Dallas, assistant vice- 
president in charge of the underwriting 
department; Jessie, superin- 


' tendent accident department home office, 


and R. H. Pierce, editor “Life Aetna- 
izer,” were on from the home office and 


spoke. 

Mr. Whatley cited the large volume 
of $27,500,000 of new business written 
in December, not including family in- 
come additions, as compared with $8,- 
500,000 in December, 1933, as evidence 
of the sharp upward trend in sales. He 
said reduction in life insurance sales in 
the last five years has left the people 
somewhat behind in their schedule, and 
many were forced to sacrifice their life 
insurance in the period. These two fac- 
tors constitute a ready-made demand for 
policies which the definite business re- 
covery this year is making it possible 
for the public to satisfy. 


Interprets Year End Boom 
as Substantial Betterment 


While he admitted increased life pre- 
mium rates were an important factor, he 
did not attribute the sales boom entirely 
to-that. He said applications for the 
participating family income forms in the 
Aetna were proportionately increased, 
although there were no premium rate 
increases on these forms. 

The job this year, Mr. Whatley said, 
is to devise ways and means of present- 
ing life insurance to the public in order 
to make them buy now. It is necessary 
for agents to keep up their enthusiasm, 
and guard against absorbing the pros- 
pect’s viewpoint. It will be necessary 
for agents to be optimistic, to devise 
ways and means by which the people 
may pay for the needed life insurance, 





and to approach interviews from the 
angle of filling definite life insurance 
needs. 

He said many agents fall down due 
to fear of making the prospect face true 
conditions today. Agents must bring 
home to the people what will happen if 
they do not buy life insurance and pro- 
tect against premature death and old 
age. He expressed belief that no plan 
is so effective as the program method 
in showing a person how inadequate his 
present insurance and general estate ar- 
rangement is. “Men won’t buy dollars, 
but only what dollars will do,” he said. 
“Get away from talking principal sum, 
costs and net costs; sell peace of mind 
regarding family and old age.” 


Whatley Finds Agents 
Selecting More Carefully 


He complimented Mr. Edwards on his 
agency taking second place in the coun- 
try last year. The Aetna Life had a 4 
percent increase in new business last 
year and 12 percent increase in new life 
premiums, he said. Mortality was re- 
duced 3.8 percent. Preliminary figures 
show the company wrote about $5,000,- 
000 less last year than in 1933, but paid 
for $5,250,000 more. Mr. Whatley de- 
duced that this indicates agents in the 
field are selecting business more care- 
fully and intelligently. There also was, 
he noted, a liberalization in underwriting 
of middle-sized cases starting about the 
middle of the year. 

Mr. Edwards presented special cer- 
tificates to 38 agents who qualified for 
the “Big Ten” club of the agency in 
1935, these certificates being signed by 
Mr. Whatley as well as Mr. Edwards. 

Mr. Pierce in the morning session ex- 
hibited pictures taken at the regional 
convention at Green Lake, Wis., last 
year and in the afternoon spoke on the 
Aetna’s farm mortgages and exhibited 
the company’s farm movie. Mr. Jessie 
talked on accident and health. W. T 
Craig, home office group supervisor, and 
W. A. Van Dyck, manager Chicago 
group department, addressed the gather- 





Assistance in the Field 


431 South Dearborn Street 





a 


Aggressively Developing State of Illinois 
Offering Unusual Agency Opportunities 





Liberal First Year Commission and Non-forfeitable 
Renewal Commissions 





GLOBE LIFE INSURANCE Co. 
OF ILLINOIS ™?{uze°== 


An Old Line Legal Reserve Company—Established 1895 


39 Years of Continuous Faithful Service 
to Policyholders 





Writing Complete Line of Modern Policies with 
All Standard Provisions 
Ages (0-60) 
Double Indemnity — Disability — Non-Medical 
Modern Juvenile Contracts Full Benefits Age 5 


Warre Us Topay ror Parricutars 


Home Office Co-operation 


Chicago, Illinois 


ing. Mr. Dallas spoke on underwriting 
and R. J. Curry, supervisor, and P. M. 
Williams, agent, gave a demonstration 
on “Minimum Programs.” 

Mr. Cammack noted a substantial in- 
crease in premiums in all lines, including 
life, group, casualty, marine and fire, 
written by the Aetna Life and affiliated 
companies. The group department re- 
sults were very satisfactory, he said. 
There was a general increase in pre- 
miums greater than ever experienced. 

He made the point that group in- 
surance is of distinct value in the gen- 
eral sales plan and he urged the agents 
to interest themselves in this line. The 
Edwards agency, he noted, has the 
largest amount of group insurance in 
force of any agency of the Aetna. 

Mr. Cammack said he believed the 
government’s social insurance proposals 
would contribute to increased group in- 
surance sales by private companies. He 
said he understood the government does 
not intend to go into sickness or life 
insurance at this time but only old age 
pensions and unemployment insurance. 
Merely to take care of the people of 60 





or 65 who have no other provision for 
their old age, he believes, will stimu- 
late general interest in group insurance 
and pension plans written by private 
companies. 


President Brainard Comments 
on Investment Problems 


President Brainard spoke both in the 
morning session and at the banquet, at 
which the Big Ten alumni were hosts. 
He said the company was in excellent 
shape with increases reported in all de- 
partments. The big problem last year, 
he said, was safe and profitable invest- 
ment of funds. Of $40,000,000 to $50,- 
000,000 invested by the Aetna last year, 
from $30,000,000 to $35,000,000 went into 
government and municipal bonds at a 
low interest return. President Brainard 
said that contrary to the belief of many 
financial men that abnormally low in- 
terest rates will continue for many 
years, he does not believe this will be 
the case. While 1934 was discouraging 
from the viewpoint of investment yield, 
it was a good year from the standpoint 
of maturities and defaults. Mr. Brainard 
ascribed improvement in mortality 
largely to bettering of the suicide situ- 


| ation. 


The Edwards agency paid for $7,432,- 
476 last year, a volume increase of $1,- 











ALES IDEA 


OF THE WEEK 





J. G. Callahan, St. Louis Metropoli- 
tan manager and secretary National 
Association of Life Underwriters, spoke 
on “Trusteeship of Income Through 
Life Insurance” before the Kansas City, 
Mo. association. Mr. Callahan stressed 
the universal and age-old need for se- 
curity, asserting that wealth itself is not 
security unless properly utilized. Prop- 
erty other than life insurance cannot 
be guaranteed against depreciation, he 
said. The average man must reinvest 
his estate once every five years, which 
means he must expose his estate eight 
times during the course of his life to 
the hazards of reinvestment. Only con- 
stant watching by experts prevents 
shrinkage. Life company investments 
are in enterprises that make up the very 
life blood of the nation; the portfolios 
are constantly being gone over to weed 
out poor investments, and thousands of 
policyholders are pouring funds into its 
hands so that it is not dependent on 
any one source of income. Mr. Calla- 
han stressed the importance of selling 
life insurance in terms of income, for the 


problem of income is, basically, the 
problem of man. 
* * * 
Five cardinal rules for “Guaranteeing 


Good Intentions” were outlined by T. 
M. Simmons, manager of agencies of the 
Pan-American Life, in a talk before the 
St. Louis association: (1) Be a reason- 
able student of life insurance; (2) 
knowledge of self or laziness control; 
(3) be a good mixer; (4) have show- 
manship, and -(5) watch for the breaks, 
as life insurance men often overlook 
prospects under their very nose. Mr. 
Simmons paid tribute to St. Louis life 
insurance men in their efforts to elim- 
inate twisting and rebating, but said 
that there is a third evil influence at 
work today more sinister than either of 
the other two—the agent who casts as- 
persions on the financial stability of 
other life companies in an effort to win 
confidence in his own concern. 








100,000 and premium increase $50,000. 
There were 2,020 risks placed in 1934 





against 1,432 the year before, average 








sales leads. 


ness has been written. 
the millions of dollars 


tacted. 
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Leads for Leaders 


IDELITY’S successful lead service has 
been in operation for eighteen years. It 
has produced nearly half a million first class 


From these leads $218,671,153 of direct busi- 


indirectly or subsequent to the initial sale. 
Fidelity agents rightly prize a plan which 

over eighteen years has brought interested in- 

quiries from 18.7% of the people it has con- 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 


This does not include 
of business resulting 



































32 


THE NATIONAL 


UNDERWRITER 


January 25, 1935 








premium increasing from $27.29 in 
1933 to $31.37. 

Mr. Edwards reduced the proportion 
of term insurance from 18 to 16 percent 
in the year, distribution being: Ordi- 
nary life 26 percent, family income 21 
percent, term 16 percent, modified life 
15 percent, endowment 13 _ percent, 
limited pay 9 percent, as compared with 
1933 figures of: Ordinary and modi- 
fied each 23 percent, family income 19 
percent, term 18 percent, endowment 10 
percent, limited pay 7 percent. Broker- 
age business was reduced from 26 per- 
cent to 21 percent in the year and 
agency business increased from 74 to 79 
percent. 


Yates Addresses Forum 


John W. Yates, southern California 
general agent Massachusetts Mutual 
Life, spoke to the Life Insurance Forum 
of Los Angeles on the importance of a 
proper mental attitude in promoting 
success in life insurance salesmanship. 





“T have come to believe,” he said, “that 
about nine-tenths of life’s accomplish- 
ments are tied up with the mental atti- 
tude of the individual, and if that is true 
we should be more careful of what we 
put into our minds than of what we put 
into our stomachs. Men who are lead- 
ers usually train themselves to think 
optimistic thoughts and see in their 
minds the complete accomplishment of 
a task before it is even started as such. 
The fear that keeps us back more than 
anything else in life, I believe is purely 
the result of wrong thinking—therefore 
the only way we can check fear is to 
change our mental attitude and face the 
future unafraid.” 


Tennessee Robertson Bill 


A bill has been introduced in the 
Tennessee legislature requiring life com- 
panies to invest in Tennessee securities. 


Ww. C. Ramsey, Omaha, has been elected 
a director of the Bankers Life of Ne- 
braska. 
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NEW YORK 








Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 
CONSULTING ACTUARIES 








MILES M. DAWSON & SON 
CONSULTING ACTUARIES 

















CAMERON & CHAMBREAU 
Consulting Actuaries & Tax Consultants 
111 West Monroe Street, Chicago 
Organisation, Management, Pensions, 
“een Planning, deters Tas Work. 
Washington Office, Shoreham Bldg. 














DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State 1213 


CHICAGO, ILLINOIS 








1M § Sansome p Strect * oe ove 500 Fifth Avenue New York City 
ILLINOIS Established 1865 by David Parks Fackler 
J. C. Cameron W. W. Chambreau FACKLER and BREIBY 


Consulting Actuaries 
Edward B. Fackler William Breiby 
8 WEST #TH STREET NEW YORK 














ELDER A. PORTER 


F. A. S. FA LA 
Consulting Actuary 


102 Maiden Lane 
NEW YORK, N. Y. 























L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 











Woodward and Fondiller, Inc. 


Consulting Actuaries 


90 John Street, New York 
Telephone Beekman 3-6799 














INDIANA 


Woodward, Ryan, Sharp, Davis & Heziett 


W. Harold Bittel 














Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 








Evelyn M. Davis Robert S. Hull 
Edward H. Hestett —_ Y. Ruddock 
Partners Associates 


Ninety John St. New York, N. Y. 



































HARRY C. MARVIN 
Consulting Actuary 


307 Peoples Bank Bldg. 
INDIANAPOLIS, INDIANA 














CARL J. WEST 
Consulting Actuary 
Life Automobile Casualty 
8 East Broad Street 
Columbus, Ohio 
Organization 
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ALEXANDER C. GOOD 
Consulting Actuary 
615 Trust Co. Bldg., Jefferson City, 


and 
800 Security Building, Kansas City 








FRANK M. SPEAKMAN 


Consulting Actuary 


Fred E, Swart C. P A. 
Hy . Swartz, ° 
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C.L.U. NEWS 


Dr. G. B. Van Arsdall, home office 
field instructor of the Equitable Life of 
New York, spoke to the Los Angeles 
C. L. U. chapter on salesmanship. He 
directed attention to the value of the 
knowledge and use of psychology in 
interviewing the prospect and ascertain- 
ing his program for the future. 

Dr. C. J. Rockwell, University of 
Southern California, spoke upon life in- 
surance as a barometer which registers 
the progress of the nation. 


ee 


The early struggles of certified pub- 
lic accountants for recognition on a pro- 
fessional basis, which he likened to the 
present efforts of the holders of the 
C. L. U. designation, were described to 
the members of the Detroit C. L. U. 
chapter by M. A. Yockey, C. P. A., De- 
troit resident manager for Lybrand, Ross 
Bros. & Montgomery, and president of 
the Michigan Chapter of Certified Public 
Accountants. He was introduced by 
Floyd McCartney, Equitable. R. E. 
Olmsted, Mutual Benefit, presided. 


* OF 


With opening of C. L. U._ review 
course No. 2, at Northwestern Univer- 
sity, Chicago, in preparation for parts 
IV and V under direction of A. J. 
Johannsen, director of the university’s 
life insurance course, Chicago takes first 
place in organized C. L. U. work in the 
country for number of students enrolled. 
There are now 75 in the C. L. U. courses 
at Chicago, 21 being enrolled in the 
course just started. Mr. Johannsen re- 
ports 90 percent are college graduates. 
Course No. 2 will run 21 weeks. 


* OK 


Denver C. L. U. members have or- 
ganized and made application to national 
headquarters for a local chapter charter. 
C. A. Schroeder, general agent North- 
western Mutual, was elected president; 
E. W. Melville, agency pr oa Aetna 
Life, secretary- ‘treasurer, and W. S. Coo- 
ley, Pacific Mutual, vice-president. 
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HOBART & OATES DINNER 


At the annual agency dinner of Ho- 
bart & Oates, Chicago general agents of 
the Northwestern Mutual life, J. F. 
Oates presided and R. H. Hobart pre- 
sented the prizes. The leader in volume 
was Oliver A. Williams. The second 
in volume for the year was H. W. 
Shedd. The leader in number of lives 
was H. L. Maltenfort. There were 21 
prize winners in the efficiency test con- 
ducted during the last three months of 
the year. E. W. France paid for the 
largest volume of business of all the 
agents contracted during 1934, during 
that period. John L. Craig wrote the 
largest average number of applications 
per month, he also being a new agent. 
Mr. Craig alse obtained the highest per- 
centage in the quota contest and G. H. 
Andrews, the second. There were 23 
men in the agency who exceeded the 
quotas set for them the last three 
months. 

W. R. Chapman, assistant director of 
agencies from the home office, in a very 
clever soliloquy demonstrated the use of 
the new sales material that the company 
got out during last year. Director of 
Agencies G. L. Hill made an address, 
the main features of which appear in 
another column. Walter Buchen, head 
of the Buchen Company, the advertis- 


ing agency in Chicago, which carries i 


the Northwestern Mutual magazine ad- 
vertising account, was present as a 
guest. 

es 


POINTS AT HIDDEN TAXES 


J. S. Kemper, president Lumbermen’s 
Mutual Casualty of Chicago, and chair- 





— 


man of the executive committee of the 
insurance division of the Illinois Cham 
ber of Commerce, in an article on “Hid. 
den Taxes,” published in the Illingj 
“Journal of Commerce,” states that of 


the $89,000,000 paid by insurance com, 


panies in special taxes in the United 


States something over $4,000,000 is used 


to maintain the insurance department 


for the protection of policyholders. Mr, 


Kemper states that originally the spe 
cial insurance taxes were to be used to 
meet the expense of state embervicgyl 
Much has been accomplished, he said, 
by these ‘state departments in spite of 
the serious obstacles in many cases due 
to shortage of working funds. He said 
that the legislatures are rarely gener- 
ous in their appropriations for these de- 
partments notwithstanding the large 
sums collected from insurance. Mr, 
Kemper asserted that all insurance taxes 
are directly figured in the selling price 
of policies. He dwelt on the fact that 
the state insurance departments are in- 
adequately staffed and financed. They 
are unable to function properly in _carry- 
ing on a very essential work. Policy- 
holders get only one-twentieth of the 
direct benefit of the contributions that 
they should. Mr. Kemper takes the 
ground that policyholders should de- 
mand that out of the taxes collected 
there should be allotted to the state in- 
surance departments sufficient funds to 
carry on every phase of their work in 
a satisfactory manner. 


F. H. Jimerson, 60, with the Sun Life 
of Canada in Kansas City, Mo., died 
there. For five years, beginning in 191], 
he was general agent of the Pan-Ameri- 
can Life at Guatemala City. 








WANTED—FIELD SUPERVISOR FOR 
Non-par Life company with ‘‘A’’ rating by Best's, 
wants field supervisor for IIinois a territory outside 
Chicago. Must be able to —. and 
ing agencies. Salary $45.00 w — § to 
pense, increasing to $75.00 if worth it. * Position per- 
manent. Give full awe. conten, etc., in first 
letter. Replies confidential 

ADDRESS B-32, NATIONAL UNDERWRITER 


ILLINOIS, 














LIFE, HEALTH, Ate MANAGER 


Manager life, health and accident department 
for Chicago agenc ng cane lines. ‘ae be 
able to build ‘this 7 Minne B® full charge. 
Nominal guarantee and rm T2 profits. State 
oo age, experience, minimum starting salary, 


ADDRESS B35, NATIONAL. UNDERWRITER 














STATE AGENT wanted by young progressive 
mid-western old line company that has approxi- 
mately 98% of its assets in Government Bonds, 
for State of Nebraska. Unless you are qualified 
and able to finance yourself do not write. 

ADDRESS B-31, NATIONAL, UNDERWRITER 
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They Said We’d 
“Get Burnt” 


When our new Super-Disability policy 
went on the market, so simple was the 
contract, and so free was it from con- 
fusing technicalities and restrictions that 
we were told we'd get “burnt.” 
But we knew we could write a policy 
val accident and health as clean cut a8 
the life contract, and we did it. We 
haven’t been burnt, 
Life agents have found it an excellent 
means to complete the a with 
which to surround their clients. 
Send in the coupon for further infor- 
mation. 


INTER-OCEAN CASUALTY 
























CINCINNATI-OHIO 


COMPANY y 
tive Office 
| 


Inter-Ocean Casualty Ce., 
American Bidg., Cincinnati, Ohle. - | 
Please send me information regarding your 

dent and health policies. | 
] NAME oeeeeeeceeseecerrensrssensennnsnnne sree” | 
| STREET ..........ecseecesneesneserensenssereeet | 

err N. U. 

 Kecidiceeeeeeeeeeeeeeeeeeeene cong ba | 
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